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Both wardrobe needs and toilet needs of the 
gentleman are provided for mn this fine Glad- 
aw, at night, especially designed for 
| Pullman trav \ 24 inch bag of water 
} with cross Morocco 
| een. Thirteen | 
| 
| t y arrang i] | 
| Wall Street. All of the 
hay t 
isty a bag---a a gift---with few 
vals. Completely equipped, #349 Gorham 
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| 
| 
tail of a lovely woman’s totler. [ts rict j 
alditior 
g enough, s 
lotions. The 1 
i smartly lined tn black silk mor 
i ¢ v fittings in the lovely Lady Daphne 
1 in case ilustrated, it is $16 Gorham 
Ostrich skin from South Africa fashions this luxurious traveling 
case, so compactly and so completely equipped in sterling silver 
All of the fourteen toilet articles have been cleverly fitted into one 
side, leaving the case proper free for wardrobe space. And every- 
: i thing has been thought of—lotion bottles, cream jars, a tooth 
} paste tube holder! Every article an exquisite piece of silver in 
f 
this Heloise design! A supremely lovely gift, $365 Gorham 
| | 
t | 
' 
| j | 
i 
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This double-page Gorham advertisement is appearing in December issues of these “‘class’’ publications: Vogue, 


ending the Christmas Shopper 


HE well-to-do men and women in every community are reading this 
Gorham advertisement — at the height of the gift-buying season. This 


advertisement is appearing in all the important “class” publications this 


month. It is creating a powerful demand for these distinguished and 
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Any woman, howseever fastidious, would be en- 
chanted with this traveling case of dark green 


imported pigskin-- with its Juxurious sterling fit- 





tings. ‘Hair brush, cloth brush, comb, mirror, nail 
file, scissors, shoe horn and button hook—in the 
Now Gorham presents these new Handikit toilet sets for the lovely Queen Elizabeth pattern, 212 Gorham 
gentleman, shown at the top and the bottom of this group. 
The very complete set at top has ten sterling silver fittings in a 
case of black seal, $12<. The small case below of genuine London 
steerhide, equipped with a eterling silver brush and comb, is but 
#24. And still speaking of gifts, consider this exquisite dresser 
| silver for some deserving lady. Comb, brush and mirror in the 
Interlude design, mirror of which is shown at right, $65. The 
three piece set of comb, brush and mirror in the beautiful 
Portia pattern, mirrer of which is at left, is 390 Gorham 


Distinguished Gifts 
from 24 to $365 


For your most important gifts—consider these un- 
usual suggestions from the famots Gorham silver- 
smiths, makers of that fine sterling which distinguished 
hostesses the country over have declared the “loveli- 
est of all silver.’’ The smart jeweler in your town 
has all these lovely things, or others very like them, 
all from. the hands of the Gorham designers. Your 





Here is a traveling case a man will like, a sturdy case of genu- 








jeweler will show you that whether you wish to ‘ . 
“. d h Her ie phrilfi a RES ine water buffalo leather, lined with genuine goatskin--and 
‘ — tg >= oe ee, VN satisfaction and most important of all-—equipped with nine carefully planned 
pride of sending these very unusual gifts bearing the "fittings, allof sterling silver. It stands among the true aristo- 








crats of gifts. In-this Crusader pattern, $180 Gorham 


a distinguished mark of Gorham can be yours.. 





Spur, House & Garden, Town and Country, International Studio, Vanity Fair, House Beauiiful and Country Life 


to the Leading Jewelry Store . 


popular Gorham items—gifts of permanent value and unquestioned 
good taste. Jewelers not completely stocked on these profitable numbers 


are assured of immediate attention to their ordets—and shipment the 





day the order is received. The Gorham Company, Providence, RI. 
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Diamonds! 


TANDING with the huge diamond houses 

of Amsterdam and Antwerp is the House 
of J. R. Wood & Sons in America. Its un- 
limited resources make possible immense 
stocks. Its wide experience makes possible 
the best values at real profit-making prices. 
Its reputation standing alone is the assur- 
ance that every stone is correctly graded and 
priced, that every statement is a statement 
of fact. The importance of these vital facts 
cannot be over-emphasized. They mean— 

better values—bigger profits—greater 


confidence for your store 


Diamonds! 


HE most treasured of all gifts is the 
diamond. Brilliantly beautiful it faith- 
fully portrays the spirit of the holiday season. 
When you suggest diamonds as the fitting 
gift, you suggest a permanent beauty that 
will build a high confidence in yourself and 
in your store. When you sell diamonds from 
the House of Wood you are assured of this. 
The name of Wood, backed as it is by experi- 
ence and success for over three-quarters 
of a century, is your bond of 
assurance. 


_— 
es 


J R \ OOD & SONS 15 Maiden Lane, New York 
° ° 9 29 E. Madison St., Chicago 
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WESTERN COAST 
JEWELRY BUYING CENTRES 





BAKER & CO., INC. 


Refiners and Workers of Precious 
Metals, Ring Blanks, Jewelers’ Settings 
and Findings. Always in the market 
for Sweeps, etc. 


760 Market Street, San Francisco 


& BUSHNELL 


San Francisco 


BUEHN 


717 Market St. 
MASONIC—EMBLEM— RINGS 


Scottish-Rite 14th Degree Rings 


WILDBERG BROTHERS 
SMELTING & REFINING CO. 


Gold—Silver—Platinum 
747 So. Hill St., Los Angeles 





BUYER—COLLECTOR 
EXPERT REPAIRING 


ANTIQUE JEWELRY 


For 30 Years—Trade Only 


I. SUGAR COMPANY 
2102 Alliston Way, 


Berkeley, Cal. 


PLATING 


Silverware Repaired, Plated and 
Refinished 


Catering to the Jewelry Trade 
Gold, Silver and Nickel Platers 


M. & H. PLATING WORKS 
717 Market St. San Francisco 


742 Market St., San Francisco 
School—Class 


EMBLEMS ‘t%cnui 


Manufacturing Jewelers 
Wholesale Only 


GEO. A. DESENFANT & SON 
150 Post St., San Francisco 








I. BEHRSTOCK CO. 
Wholesale Jewelers 


220 West Fifth Street 
Los Angeles, Cal. 





Advertising on this West Coast 
page will keep your name and 
business before the leading retail 
jewelers with whom you are in- 
terested in doing business. 





FRANK J. ESTERLIN 


Lapidary 
Importer and Cutter of Precious Stones 
901-2 Shreve Bldg. 
210 Post Street 
San Francisco, Cal. 

















the entire West Coast what he thinks of advertising of this type. 


e Ask Your Representative who covers 


We 


know that his close contact with the retail jeweler of that section calls 


for the keeping of his name, the name of your Company and your 


product before the subscribers of The Jewelers’ Circular. 


A card advertisement on this page 


will represent a splendid investment on your part. Write us for rates 


and details. 


JEWELERS PUBLISHING CORP. 
239 West 39th Street, New York 
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Baker Light and Medium 
Wedding Ring Blanks 


WELL ROUNDED INSIDE 


HE ring blanks in these series are made both light and medium 
and are half round. They may be had in platinum and the various 
colors and karats of gold. 


These rings enjoy great popularity and, like all the other items of our 
extensive line, they con- 
form to the Baker stand- 
ard True Uniform and 


Clean Cut. 





LIGHT—HALF ROUND WITH RIMS 


Series 390 to 394 are 
light, half round and 
are rimmed. We make 
them from 2 to 3 milli- 
meters wide. Series 290 
to 294 are medium. 
They are rimmed and 
half round too, and are 
made from 2 to 4 milli- 
meters in width. 














Series 284 to 288 are 
plain rings, are medium 
and are made in widths 
of 2 to 4 millimeters. 


All these ring blanks 
are graduated in 4% mil- 
limeter widths. 





BAKER & CO., INC. 


54 Austin St., Newark, N. J. 


30 Church St, 760 Market St. 5 So. Wabash Ave. 
New York San Francisco Chicago 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 





in Jewelry of Highest Grade 








Necklace Clasps and Novelty Jewelry 
Rondelles. 
MODERN NOVELTY CO., INC. 


Barrel-claspsa. 


14kt. Bead Necklaces, also loose beads 
for manufacturers. Various styles and 
sizes. 


Surstow, Kolilmar & CO. 
18 Columbia Street 















126 South St., Newark, N. J. 
4 aaa yy 
yf n Mie Me ©, 


lakers of the populare 
~~ STERNSET 


RINGS 
And Pendants to Match 


Chrough wholesalers only 
401-7 MULBERRY sTaeet J 











BARRASSO & BLAS! 


THE HOUSE OF CAMEOS 


Lady's Stone Rings — Diamond Mountings. 
Pendants — Earrings 


CAMBO BROOOHES 
Sold through the jobbers only. 
21-33 Governor St., Newark, N. d. 


Hf you SELL to schools, colleges and 
raternities BUY from 


CRESCENT RING CO., Ine. 


365 Mulberry Street 
Leading 


Manufacturers of RINGS and PINS 


For Fraternal and Scholastie 
EMBLEM HOUSES 


We Specialize in STONE RINGS 


Black Onyx Blue Onyx Rubies 
Sardonyx Green Onyx Amethyste 
Also 


“2 RINGS fos 











New Jersey Jewelry Mfg. Co., Inc. 


60 Celumbla — 


thtna, syiis Sad‘eoriee ines i 
ewivels spring r n 
Vaeriows kinds ef Fancy Clg i Bol a in 


Phone Mitchell 2569 


HENDRY RUFEISEN-INC 


—MANUFACTURERS OF 


RINGS OPAAQUALITY 


126-128 South Street 
Ohicago Office, 81 N. State Gt. 


BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request 











RINGS—a speciatty with 
Louis Bleiberg 


336 Mulberry Street 


Sterling Fireless Sliver 


Reduces meee to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON 4 CO. 
All Steriine and Fine Slivers Relilne fer the Trade 


ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2493 











What Ie the 
Jabel Ring Mig. Co. 


putting out now? That is the question 
the ring trade ie asking. 401 Mulberry St. 


SEND FOR po opal 


TAGS eee 
TOOLLESS 
ALL COLORS 
ARCH CROWN MFG. CO. 
82 Warren 8t. Newark, N. Jd. 
Originators and Patentees 


THE GENERAL ALLOY CO., Ine 


Correct White, Green, 
Alloye & Solders Yellow and Red 


WEDDING RINGS 











WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Tel. Market 7448 91 Oliver Street 


Y% te 2 carat 18K Engagement Ring 
mountings ornamented with email 
dlamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth St. Newark, N. Jd. 


Cc. B. W., INC. 


10, 14 and 18K Ringe—Jobbers Only 


391 Mulberry Street Tel. Market 6320 
New York Office, 98 Nassau &t. 








Gold and Piatinum Solders— 
“Clinton Alleys” 
For White, Green, Yellow Gold 


Refinere of Precious Metals 


Clinton Refining Co., Inc. 


81-83 East Kinney St. Newark, N. Jd. 


bm PLE TO CO, 
GS« MOUN TING? 


L. FRITZSCHE & CO., Inc. 


Manufacturers of 
Piatinum and 14Kt. Gold Jeweiry and 
Flexible Bracelets 
480 Washington Street 














Wofferling, Berry, Wallraff Co., Inc. 


Makers of 
FINE EMBLEMATIC JEWELRY 


Eight Rose Street 








M. ALEXANDER 


Manufacturer of 
GOLD RINGS 


Tel. Mitchell 1453 60 Columbia &t. 








Jewelers’ Settings and Soidera 
Refiners and Smelters 


BAKER & CoO., INC. 


Murray and Austin Sts. 




















December 19, 1929 THE JEWELERS’ CIRCULAR 9 





















. + The inherent 
| ‘2 attributes of good 
us taste distinguish 
all creations by 


nS  KREISLER 





a. i: Me | The sautoir chain illus- 
“ : trated is composed of 
Boe t. diaimonds throughout Fa peak 
ie entire length. No. 375 


“JACQUES KREISLER 
| & COMPANY 
NEW YORK «36 W. 47™ STREET 
|) CHICAGO «55 E. WASHINGTON ST: © 


* 3 
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To our 


— Friends 


CORDIAL GREETIAGS 


aind| eveiry good with for a 





MERRY CARUTMAS aindla 
DROS PEROUS NEW YEARY 


Manufacture ves Dtontres 
SN 2iTON s.a auc. 


Creators of Baguette Watches 
Branch Offices in Principal Cities of the World 


Home Offices and Factory. Geneva, Switzerland 


NEW YORK OFFICE: 607 Fifth Avenue 
I. LOCK, Representative 
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OF FASHION-WISE MEN 
STILL WEAR WATCH CHAINS 









“Men's Wear” discloses that out 
of every 100 well dressed men 77 still 
wear watch chains! Quite a percentage!! 


A SURVEY of magazines devoted to 






Forstner Chains displayed in windows 
and on counters assist thousands of 
jewelers to get their share of this trade. 
Forstner Chains can be had on pads 
specially designed for display purposes. 







Penne” 


The line includes Waldemar, Dickens, 
Vest, Belt and Sport models in scores of 
patterns to retail from $1.00 to $5.00 
in qualities as mentioned on our trade- 
marks below. Key chains are available 
in nickel plate, silver plate and sterling 
silver. 












Sold through wholesalers only. 


FORSTNER CHAIN 


CORPORATION 
IRVINGTON NEW JERSEY 







ax FPF ORSTNER 
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re Worlds big Jewelry Centers both in Ne 


BUY Me 


NEW YORK 








NEW YORK ... World Market Place . . . Serving the discriminating, and also the millions . . . 
Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
Fashion Center and Focal Point of a whole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 
Leys, Curistiz & Co. 


“Oriente” Pearls 


65 Nassau St. 


BADGES, EMBLEMS, MEDALS 


Dizces & Crust, 15 John St., Medals, Cups, 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CuristTiAn Becker, INc. 
Balances (Diamond and Gold) 


92 Reade St. 


CLOCKS 

Norman M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 

Poote Crock Div.—Morse Prop., Inc. 233 
Spring St. America’s Most Accurate Timepiece. 


Henry Socuarp, 3 Maiden Lane. Importers 
of Fine Desk, Boudoir, Traveling Clocks 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 
Decorated Crystal and Silver Mounted Crystal 


CHINAWARE 


Mappock & Mittier, Inc., 39-43 W. 23rd St. 
“Royal Worcester China” 


DIAMOND IMPORTERS AND 
CUTTERS 
Baumcotp Bros., Inc. 
Diamond Cutters 
BrrnBAuM Presser Co., Inc. 62 W. 47th St. 
Diamond Cutters 
Cuas. P, GotpsmitH & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 
Jewet-Gem Co., Inc., 145 W. 45th St., Lapi- 
daries & Importers of Diamonds & Other Stones 
Surman Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W. G. Rings 
J. R. Woop & Sons 15 Maiden Lane 
Diamond Cutters, Jewelry Mfrs., Omega Watches 


62 West 47th St. 


DIAMOND JEWELRY 

C. V. DoucHerty Co., Inc. 7 W. 45th St. 
Piat., Diamond, Seed Pearl and Jade Jewelry 

Morse Bros. 64 West 48th St. 
Diamonds and Diamond Jewelry 

Sraicer & Sons, Inc. 527 Fifth Ave. 

Finest Type of Platinum Diamond Jewelry 





FOUNTAIN PENS AND PENCILS 


Pen-O-GraPHic Pen Co. 152 W. 42nd St. 
Mfrs. Combination Pens and Pencils 


NOVELTIES 

Victor E. Leperer 123-125 West 33rd St. 

Adv. Souvenirs for Store Openings, Anivs., etc. 

Max SINGER 9 Maiden Lane 
Specials in Jewelry Jobs and Novelties 


PEARLS 


Papazian Bros., Direct Importers, 2 W. 46 St. 
Undrilled & Seed Pearls, Zircon, Jade, Coral. 


PLATINUM CHAINS AND MESH 
Corsetr & Berrotonez, Inc. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 

R. J. BLuMENTHAL 65 Nassau St., 
Jade for Manufacturers—Beads 

R. A. BrempENBACH 48 W. 48th St. 
Diamonds, Precious and Imitation Stones 

Max DurArrourc, Ltp. 580 Sth Ave. 
Synthetic Calibre, Ring Stone, Importers 

Jures Franxuin, Inc. 452 Sth Ave. 
Pearls and Precious Stones 

Atrrep La Frantz & Co. 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 

Max Natuan Co. Estab. 1886. 68 Nassau St. 
Pearls, Precious, Imitation Stones. Mail orders. 

Suprems Stone Imp’t Co. 37 Forsyth St. 
Encrusting, Jobbing Stones, Mail Orders Filled 

J. L. Warner Co., Inc. 36 W. 47th St. 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 
ArAx Jury. Mrc. Co., Inc. 74 W. 46th St. 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic Art Jewetry Co., Inc. 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
Boyayran’s Sons Co., Inc. 64 W. 48th St. 
Seed Pearls and Art Jewelry Manufacturers 
Inp1a JEWELRY Co., 307 5th Av. East Indian, An- 
tique, Enameled, Gold, Silver, Real Stone J’l’y 
Jacoss & Lesov, 83 Canal St. Manufacturers 
Oriental Costume Jewelry, Special Order Work 
KerPen BrotTHERS 353 Fifth Ave. 
Genuine Amber Beads & Amber Jewelry 
Mortimer B. Kiinc “The House of Jades” 
Necklaces, Costume Jewelry. 65 Nassau St. 


REAL STONE GIFTWARE 


Avucust Dincetpgin & Son 551 Sth Ave. 
Real Stone Ash Trays, Special Order Work 





PRECIOUS METALS 


Baxer & Co., Inc. 30 Church St. 
Jewelers’ Settings and Solders 


Jounson, MattrHey & Co., Inc. 15 W. 47th St. 
Platinum and Other Precious Metals 


REPAIRS FOR THE TRADE 


SamMueLt BEernarp 22 West 48th St. 
Repairers: Watches, Clocks; Timeology 

S. Herter & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 

Kine & Co., 40 John St. 
Repairers, Silversmiths, Jewelers 


I. RosENBAUM 36 West 47th St. 
Fine Jewelry Repairing—Special Order Work 


93 Nassau St. 
Repairers; Watches, Dials, Supply Material. 


RINGS, RING MOUNTINGS 


DATTELBAUM & FRIEDMAN 1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 





Factory P, TiecHe 


SEED PEARL JEWELRY 


Eastern Peart Co. 64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Alse Repairs 


SILVERWARE 


Dersy Sritver Co.s 10 Maiden Lane, Werld Re- 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


A.tPHeus L. Brown 18 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 


Cortesert Watcx Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 

Lussac Watcx Co. 12 Joh St. 
Importers of Swiss Watches of all prices 

A. SHaprro & Son 48 W. 48th St. 
Specializing in Men’s Platinum Watches 


I. Tannensaum Co. 121-123 Canal St. 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 

Kriecer & Dranorr, 10 W. 47th St. 
Direct Agents for Bulova Watch Material. 

Picxorr Bros., 56 Christie St. Am. & Swise 
Materials, K.K., G.S. & Standard Crystals. 
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Meet the TOPPER ...unless you fike them oumpted!! 





Hi Hits ae yy. LE 
Insert 7 opper between 
foiland wrapper Squeeze 
at side to open as shown 


in dra wing below. 


ive pallens fr the Jewebuyhrade |< 
CHAS. KELLER & €O “as 
20 W. 47ST .NEW YORK 
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turies marking the 
standard quality of 


y | fine watches. 
| A Jules Jiirgensen has achieved an exclusiveness in these 
Baguette Watches appealing to the up-to-date and discern- 
ing woman. 
Platinum—Diamond Studded and Adjustable Cords— 


and a large assortment of designs. 


HENRY FREUND & BRO. 


; 
? ; Sole Agents for U. S. A. 
20 West 47th St. New York 











y 





a 







0 





FINDINGS 


BOWS-SWIVELS -BARS-SPRING RINGS 
Sold by Reliable [i Material Dealers 


——EEE 
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: + + 
| Christmas Greetings 
to all of our 
Good Friends 
in the 
PFewelry Industry 
: and best wishes 
: for their 
: Happiness 
and 
Contentment 
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SPECIAL WORK 


Original or to Match 











EARLY AMERICAN 
TEAPOT FOR WHICH 
A SUGAR BOWL 
WAS MADE 


WE MAKE ANY MANNER OF SILVERWARE DESIRED. 
WE SEEK COMMISSIONS FOR 


ONE PIECE ONLY 


LONG EXPERIENCE HAS MADE US SKILLFUL AT THIS 
CLASS OF WORK. 


CURRIER & ROBY 


You Can Sell EXPERT SILVERSMITHS 
° 217 E. 38th ST., NEW YORK 
Basketball Trophies 

















In your town—and in nearby towns— 
high school, church, industrial and ath- N EL C K LAC E S 
letic club basketball leagues are start- 

ing their season’s play. What a fertile 

field for trophy profits! of GENUINE STON ES 
For basketball—and for all competitive that blend with the Mode 
games—Sheets-Rockford Trophies are in Color, Design and Length 


fitting symbols of success. Their 





sturdy beauty carries an instant and 


lasting appeal. 


Write today for the prize trophy cata- 
log which gives complete descriptions, 
prices and an explanation of our 
“Sports-etching” service. Your only 
obligation will be to look through it 
and learn of the profit possibilities it 





offers. 


Amber, Amazonite, Amethyst, 
Carnelian, Chrysoprase, Crystal, 


« | | Chalcedony, , Lapis, .—Ear- 
SHEETS rag i leo 


SILVERPLATE 


Jewelry to harmonize. 


LEWY and COMPANY 


321—5th Ave. (at 32nd St.), New York 


Specialists in Semi-precious Stone Jewelry 

















SHEETS-ROCKFORD SILVER CO. ROCKFORD, ILL. 
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Precious stones laid in settings of appropriate loveliness 


wt 
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—our diamond jewelry is consistently an exquisitely 
rendered interpretation of the supremely and distinctive- 


ly smart. 


For stores with a quality clientele. 





GOLDSMITH, STERN & CO. 


ESTABLISHED 1868 
136 West 52nd St., New York City 


MANUFACTURERS OF GOLD AND PLATINUM JEWELRY 
IMPORTERS OF DIAMONDS AND WATCHES 


CHICAGO LONDON PARIS AMSTERDAM CHAUX DE FONDS 
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Costume Jewelry 
in Jade, Rose 
Quartz 


JADE NECKLACE § 





THE JEWELERS’ 


we KOUOSE OF JANES 
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MORTIMER B. KLING 
65 Nassau St., New York 


THE LARGEST CHINESE 


Carnelian, Lapie, 
Amethyst, Coral 


4} 


sth 


LINE IN AMERICA 


Carved, Uniform and Graduated 


he 






























Genuine 


ANTIQUE JEWELRY 
In Silver and Gold 


Nothing suits the present vogue of femi- 
ninity better than antique jewelry set 
with real stones. 


Our assortment of Necklaces, Lockets 
and Chains, Bangle Bracelets, Flexible 
3racelets and Costume Pieces is priced 
from $5.00 up in silver, and $15.00 up 


in gold. 


Memo selections to responsible stores. 


LEO ELWYN & CO., INC. 


23 West 55th St., New York City 
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Fancy Cut Diamond Jewelry 


ESTABLISHED 1870 
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Manufacturing Jeweler 
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MAY WE 


“THANK YOU" 


FOR YOUR PART IN THE 
AMAZING SALES SUCCESS 


CHARM 


P A TT ER N 











T has been tremendously fascinating to watch the 
growth and sales of the new Prize-Winning design 
Charm. From a'mere “idea,” Charmhas developed into the 
outstanding pattern of modern silverware merchandising. 





Orders have come in with a yolume and frequency that 
has far exceeded our highest expectations. A success 
due to the beauty and simplicity of the pattern itself and 
to the amazing story behind its creation. 


The dramatic events of the art contest and national vote 
of hostesses is a story that permits of endless possibilities 
in merchandising promotion. 


Thanks for your enthusiasm and the faith you have shown 
in Charm by your orders! We'll reciprocate by helping 
you in every way possible to make Charm, the Prize- 
Winning design, the Sales-Winner of your silverware 
department. 





Write Sales Service Department Bridgeport, Conn. 


HOLMES & EDWARDS 








EBs, 





“Something More Than Plate’ INLATI 
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So 4 name bs 


SILHOUETTE 








When a woman wants to describe in a single word the 
lines and contour of a hat, or a wrap, she dips into the 
vocabulary of fashion and says . . . “Silhouette.” 


So, most appropriately, the name of the new 1847 
Rocers Bros. pattern . . . SILHOUETTE. 


For this pattern has the same lines of fashion as a Paris 
frock, or hat, or jewelry. The same slim elegant fun- 
damental lines that say good taste no matter where they 


appear. 





When you can talk silverware in terms of clothes and 
fashion you have the eager ear of every woman. 


She understands. Responds. Believes. And buys with 


less resistance. 


So the name of this pattern is a name of fashion . . . of 7 . 
Paris . . . of femininity itself . . . Silhouette. 


1647 ROGERS BROS. 


co 2 ahPtA T Ee 
INTERNATIONAL SILVER CO. |—<?ii 
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| Development of Dining Table Silver 


New York Silver Expert Tells of Drastic Changes 


OW drastically table appointments and table man- 
H ners have changed in the past 300 years was amus- 

ingly told by Joseph D. Little, New York silver 
expert, at a recent retail jewelers’ convention. 

He said that smart American dinner tables, following 
the English custom, are usually decorated with central sil- 
ver candlesticks or candelabra and a silver bowl of fresh 
flowers. But before the time of Queen Anne there were 
no flower bowls, in silver, so the center of the table was 
decorated rather solemnly with what the English call a 
“cup and cover” and which to most Americans looks like 
a trophy cup. 

This cup and cover is still used on many formal dinner 
tables in England and this country, to be sure, but to 
most of us it seems a bit colorless unless, as one clever 
hostess does, we treat it like an urn and fill it with flowers. 

Candlesticks, of course, are much more ancient, but the 
use of four unshaded candles, now specified by table eti- 
quette, is relatively new. In the old days single candle- 
sticks, being easy to pick up and carry from one room to 
another, were largely confined to drawing rooms and bed- 
rooms, while the smart dining table was lighted by huge 
and heavy candelabra. Then artificial light was a luxury, 
so the wealthy 
made rather a 
point of hav- 
ing extravagant 
quantities 
of lighted can- 
dles every- 
where. 

Then there is 
the matter of 
silver dinner 
plates, which 
nowadays are 
used as service 
plates or sort 
of individ- 
ual trays for 
the crystal or 
china dishes 
containing the 
first two or 


three food 
courses. 
that, 


Photo by Bonney 


After 


they are 





The play of light on modern silver is shown in these products of Lapparra, a noted 
Paris silversmith 


whisked off the table and the meat course is served on an 
unsupported china dinner plate. In olden times, on the 
other hand, food was served directly on these large silver 
plates. 

The sterling goblets which, since prohibition, are placed 
so consistently at the right of the service plate, just at 
the point of the dinner knife, are much the same as they 
always were, but dinner knives have changed vastly in 
shape and usage since the days when the knife was virtu- 
ally the sole esthetic instrument. 


GRANDEE of the Spanish Queen Isabella’s court, 
ofA or even the later charming Sir Walter Raleigh, 
would be amazed to see the vast array of dinner imple- 
ments now in vogue in the land they knew as barbarous. 
There are the dinner knife, fish knife, soup spoon and 
oyster fork, grouped to the right of the service plate in 
the order of their use. And on the left, in the same order, 
a salad fork, dinner fork and fish fork. Then more silver 
is brought on as it is needed with the dessert and cheese 
and coffee. 

Another striking difference is the complete insignifi- 
cance of the salt cellar in the modern table setting scheme. 
No one. ever 
pays any atten- 
tion to it unless 
they want salt 
(and frequently 
small individual 
silver salt 
dishes are pro- 
vided anyway). 
But there was 
a time when the 
salt cellar was 
the most im- 
pressive piece of 
silver on the 
table, for it 
acted as a boun- 
dary line  be- 
tween esteemed 
guests and 
those who were 
not. To sit 
above the salt 
was to sit in 
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the place of honor, and until the salt, which was a huge 
affair often standing 18 inches high, was placed upon the 
table no one knew what his allotted place was to be. All 
illustrations of the Anglo-Saxon period, according to Mr. 
Little, show dining utensils to have been extremely lim- 
ited in number among the Saxon nobles. Besides the great 
salt cellar, there were several silver dishes, much resem- 
bling silver serving dishes and 
sauce boats, for holding fish, game, 
vegetables and meat. 

“In these old illustrations,” ex- 
plains Mr. Little, “occasionally a 
knife appears, but spoons and 
knives were not, as a rule, fur- 
nished by the host but were 
brought by the guests. The guests 
had no plates or forks and few 
knives, but ate with their hands, 
and threw the refuse on the floors, 
which were usually of stone and 
sometimes covered with rushes. 
Dogs were invited to all feasts and 
as the refuse was thrown on the 
floor they served a most useful pur- 


pose.” 


T this period the silver 
ee or pitcher and bowl 
were introduced and were brought 
in by servants. One servant, with 
a towel on his arm, held the bowl 
while the second servant poured 
water from the pitcher. Each guest 
was waited on by three servants, 
both before and after the meal, for 
the reason that formal finger cleaning was imperative. At 
the close of the meal not only did they wipe their greasy 
fingers on the towel, but their greasy knives as well. In 
those days the niceties of table manners demanded that 
the hands, which dipped into the common dish, should be 
clean. 

Today, people still use their fingers to eat canapes and 
bread, small cakes and candy, which they remove from a 
common silver sandwich plate, a comport, or flat dish, but 
for the most part we are rather insistent upon using some 
specially designed and charming piece of silver for lifting 
every possible morsel of food. Thus, 
we have silver asparagus’ tongs, 
sugar-corn holders, silver cake knives 
and salad forks, silver mayonnaise 
spoons, salt spoons, almond spoons, 
jelly spoons—oh, an almost endless 
variety of spoons—and something 
new, like silver ice tea straws or 
sherbet holders, is always being 








A salt cellar used about 1664 
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added to the collection of the present table service. 

On the other hand, there was a time, incredible as it 
seems, when the smart dining table groaned under a much 
greater and heavier array of silver. It wasn’t so long 
ago, either, when good Queen Vic’s generous example was 
followed in table appointments, when 12 courses were con- 
sidered merely adequate, and the row of goblets and wine 
glasses at each plate was like a 
silver and crystal fence. Now, say 
what you will about us moderns, 
we do these things with much more 
verve and artistic skill. 


DISCUSSION of the silver 
e in use from the period of the 
Restoration until the year 1700 
would be lacking in a major detail 
if particular attention were not 
called to the place given to the salt 
cellar at all dinners of importance. 

We must turn to the Regalia in 
the Tower of London for elaborate 
versions of salt cellars of this 
period. Here is a magnificent col- 
lection of 11 pieces in silver gilt, 
says W. W. Watts in his elaborate 
work, “Old English Silver.” These 
salt cellars are all richly decorated 
and evidently prepared for the cor- 
onation banquet of Charles II, and 
used at similar functions down to 
the last coronation banquet—that 
of George IV; they are known as 
the St. George’s Salts. 

They fall naturally into three 
groups and are of interest to all students of the develop- 
ment of silverware. 

Another household vessel which was expanded in use, 
so to speak, by American silversmiths was a brazier, or 
chafing dish, which was made in England in the reign of 
Queen Anne, but is rare in silver. The earliest American 
shape, according to E. Alfred Jones, in his work, “Old 
Silver of Europe and America from Early Times to the 
Nineteenth Century,” would seem to be a deep circular 
bow! for the hot charcoal, pierced with foliage and other 
patterns, and resting on a frame of three supports. 

“No American salts,” said Mr. 
Jones, “have been found earlier than 
the highly important specimen by Ed- 
ward Winslow (in the collection of 
Philip L. Spaulding) and the one, six 
inches high, by John Edwards and 
John Allen of Boston, in the posses- 
sion of Nathan Haywood, dating from 
about 1700.” 





Modern dinner table showing proper use of silverware 
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Paul Revere— 


Patriot Silversmith 


Students of the History of American Silversmithing Much In- 
terested in Announcement That Anvil and Other Tools 


Used by Him Are to Be Sold at Auction 


TATEMENTS in the daily press that the anvil used 

by the famous patriot-silversmith, Paul Revere, ac- 

companied by the receipt for the purchase and an 
affidavit of original ownership, is to be sold at public auc- 
tion at the American Art Association Anderson Galleries, 
Inc., New York, has aroused much interest among stu- 
dents of American silversmithing. 

The anvil is included in the collection of antiques of the 
late Philip Flayderman of Boston, which will be sold Jan. 
2, 3 and 4 by the administrator of the estate. 

The Flayderman collection represents the result of 25 
years of careful collecting on the part of a connoisseur 
whose ambition it was to assemble the finest collection of 
early American pedigreed furniture and furnishings in 
the world. Furniture, mirrors, silver, pewter, portraits, 
glass, Lowestoft and early enamels are included in the 
catalog of 500 items. 

In calling attention to the sale a recent issue of the New 
York Sun said: 
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lectures, contracted for various 
public works, helped organize 
a fire insurance company, su- 
pervised the education of six- 
teen sons and _ daughters, 
proved himself an affectionate husband to the two ladies 
who successively married him and ran errands for any 
patriotic society or public leader who had genuine need 
of him. 

“He seems to have done well everything to which he put 
his hand. There are tankards, gravy boats, pitchers, mugs, 
cups and the like, wrought in silver and gold by his hand, 
which compare with the best samples of the handiwork of 
today. Some seventy-five bells of his making are still in 
use in churches and town halls of New England. He not 
only could make chimes, but he could play them, too. He 
made boilers for early Hudson River boats. If he were 
living today, some 111 years after the date of his death, 
he might almost incorporate 
himself as a one-man vertical 





The anvil 





“Announcement that = an 
anvil used by Paul Revere in 
his work as silversmith is 
soon to be sold at auction 
helps remind these modern 
days of the astonishingly 
large number of things Paul 
left behind him to serve as 
relics and souvenirs. An etch- 
ing, a drawing, an engraved 
certificate or a bit of silver- 
ware of his manufacture is to 
be picked up almost anywhere 
in New England. If one work- 
ing tool of each of his trades 
could be found the collection 
would be large and varied. 

“Paul was a skillful worker 
in gold, silver and copper. He 
was regarded as an excellent 
dentist. He was an expert at 
framing pictures. He made 
fine bells, good cannon and 
gunpowder of prime quality. 
He was an iron molder and a 
smelter of copper. He dealt in 
hardware and notions. He 
drew snappy cartoons and 
engraved them handsomely. 
He fashioned designs for 
Continental paper currency. 
He designed attractive book- 
plates. At odd times he served 
as coroner, composed Masonic 





Paul Revere, patriot silver craftsman 


trust.” 


CJ~HE anvil, not quite 10 

inches high, is in the 
form of a square tapering 
column on a stepped base. It 
was sold by his grandson, 
George Revere, to Alexander 
Lincoln of Boston, and _ be- 
came part of the present col- 
lection by purchase from Al- 
exander R. Lincoln, grandson 
of the purchaser. 

The original receipt for the 
purchase of Revere’s_ stock 
and tools, which will be given 
to the purchaser of the anvil, 
is worthy of attention in con- 
nection with the sale of the 
anvil. It reads as follows: 

“Ree’d of Alexander Lin- 
coln the sum of five hundred 
and seventy dollars and 
56/100, being the full amount 
of all the stock and tools as 
were appraised to him by 
Thomas Dewhurst and Sam- 
uel B. Meacham on the first 
of October, one thousand 
eight hundred and _ twenty- 
five. George Revere, Boston, 
Nov. 16, 1825.” 


* 
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Everyone Can Help Increase Silver Sales 


HATEVER be the outcome of the Christmas 
W business, there is no doubt that the silver in- 
dustry of the country has made distinct head- 
way in 1929; that more and better silver has been sold 
to the American public and that more people have 
been interested in becoming possessors of the white 
metal than for many years past. Even though many 
retailers may have not made the profit on silverware 
that they would like, silver has proved a more impor- 
tant item in the retail jeweler’s stock than ever be- 
fore and added considerably to the volume of his 
business. 

But the business done in the past months of the 
year is but an indication of what can be done in the 
future with silverware, if the story of its beauty and 
attractiveness—of the joy that it gives its possessors— 
is properly broadcast to the American public and this 
followed up with progressive and intensive sales 
methods that will present silver before every possible 
buyer. There are veritably hundreds of ways that 
the retail jeweler can stir up local interests in silver 
generally to an extent that will be reflected in his 
sales later, and he should understand that in educating 
his fellow citizens to know silver and love silver for its 
intrinsic merits, he is benefiting them, benefiting 
himself and helping the silver industry in general. 
What is more, much of this educational propaganda 
can be done without any cost to himself beyond the 
personal effort that he puts into it. The retailer 
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should never lose an opportunity to interest his local 
papers in articles relating to silver, from historical 
sketches of old American silver down to the setting 
of the present day dinner table. He should never 
lose an opportunity to speak on this (among other 
jewelry subjects) before local clubs and associations 
and encourage, in every way, lectures on the topic 
before the women’s clubs, home economic circles and 
similar organizations. He should encourage the dig- 
ging out of old silver heirlooms among the people of 
his community and feature these in his window dis- 
plays whenever possible, and he should be the first to 
offer his services in helping establish any public ex- 
hibitions of silver in art institutes or local fairs. 

The jeweler who is willing to do his part can get 
aid and cooperation in every way not only from or- 
ganizations, like THE JEWELERS’ CIRCULAR, the Na- 
tional Jewelers’ Publicity Association, the publicity 
departments of the various manufacturers, but other 
agencies as well, including cooperation from fellow 
jewelers. 

The education of the public to the beauty and at- 
tractiveness of silver is still a comparatively virgin 
field in which every jeweler can do some work to ad- 
vantage. It is to be hoped next year he will take 
advantage of the opportunity offered to a greater ex- 
tent than ever before, thereby adding to his prestige, 
his influence and his income. 





Why Every Issue Should Be Read 


FORMER monologue “artist”? used to tell a 

story of a friend who always carried an um- 

brella, but when it rained he consistently re- 
fused to put it up, saying that “he did not have time 
to stop and do so for fear he would get wet.” As an ex- 
ample of foolishness, this does not exceed that of the 
ordinary merchant who reads his business paper 
throughout the year, but in the Christmas season says 
that he is “too busy to go over each issue.” As a 
matter of fact, the one time that the merchant can- 
not afford to neglect his great trade paper is during 
the busy season because most of the instructions, most 
of the information which he gets is particularly of 
value to him during this season of the year when 
every minute and every effort can generally be trans- 
lated into a sale of some kind. This is the time when 
the merchant needs the best suggestions for the dis- 
plays of his stock, the best and most effective ideas 
for advertising and above all, the knowledge of those 
business methods and merchandising ‘“‘stunts” that 
have produced the greatest profit to his brother re- 
tailers. 

This all applies particularly to the subscribers of 
THE JEWELERS’ CIRCULAR, who have another impor- 
tant reason why they should read it every week in 
the holiday season. This is for the stories it tells of 
the crooks who are going around the industry and 
are a menace to every member of it. The Christmas 
season—the busy season—is the harvest time of the 
crooks, many of whom operate at no other time of the 
year, operate then. It is the one time that the jewel- 
er and his clerk should know every trick that is being 
played; know who are his foes and what are their 
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methods. The few minutes that it will take him to 
go over each issue of THE JEWELERS’ CIRCULAR and 
find out what is being attempted on other jewelers, 
may save him large loss in property and perhaps the 
life of himself or his clerks. 

No, this is the one time that no real merchant 
worthy of the name can afford to delay a single day 
in reading and digesting each issue of THE JEWEL- 
ERS’ CIRCULAR. 





Fighting for the Metric Systems 


HE annual convention of the Metric Association 
[is Des Moines, Iowa, on Dec. 30 calls attention 

to the fact that a nation-wide campaign for 
metric legislation has again been launched and that 
the measures now before 
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Help in the Fight Against Crime 


HE Jewelers’ Security Alliance is not only help- 
ji ing itself but is aiding the entire jewelry indus- 

try of the country in its present drive for mem- 
bership, and its attempt to awaken the retail jewelers 
of the country to the fact that they must be organ- 
ized to resist crime. Every effort made that will de- 
crease crime saves money to every manufacturer, re- 
tailer and wholesaler in the industry, whether or not 
he has been a natural object or a prospective subject 
of the robbery. 

As the Alliance has so well pointed out, the jewelry 
crime losses in the last five years have amounted to 
over $11,500,000. In fact, it averages about $85 a 
year for every jeweler—manufacturer, importer, 
wholesaler and retailer—of thecountry. The man who 

was robbed suffered di- 





Congress and recently re- 
ferred to in THE JEWEL- . 
ERS’ CIRCULAR are but a 
part of this campaign! 
The metric advocates 
throughout the country 
are now petitioning the 
Secretary of Commerce, 
urging that he accord 
favorable consideration to 
the world’s metric stand- 
ardization. It is reported 
that more than 300 Cham- 
bers of Commerce and 
trade associations, clubs 
and institutions are in- 
dorsing the project while 
five State legislatures 
have petitioned Congess to 
adopt metric standards 
for general use. 

The legislation which 
has been introduced into 
the House of Representa- 
tives by Hon. Fred A. 
Britten of Illinois, is of 
two kinds; in fact, the 
resolutions he has pre- 
sented are alternative. One 
resolution provides for 
a survey and report by the 
United States Secretary of 


({bristmas 
Greetings 
Oo ebverp jeweler every- 
where,to all those con- 


nected with the great industry 
to which we belong 


Che Pewelers Circular 


extends sincerest wishes for 
a Merry Christmas. 


| rectly; the man who is not 
4 robbed suffered indirectly 
through the payment of a 
higher insurance prem- 
ium. Every dollar’s worth 
of merchandise taken 
from the jewelry trade 
was paid for by the jewel- 
ry trade. In other words, 
every dollar paid by the 
insurance company to a 
jeweler, as a result of a 
crime, was collected by 
that company from the 
trade at large in increased 
premiums later. 

The jeweler, today, who 
| does not take every pre- 
caution to protect his 
stock is hurting not only 
| himself and his employes. 
| but the entire jewelry 
| industry. He is encour- 
aging crime and soliciting 
| robbery. The easiest way 
| he can help himself is by 
| joining the Jewelers’ Se- 
| curity Alliance which has 
| been waging war against 
| 

| 


crime for years. It is to- 
day one of the outstand- 
ing protective associations 








Commerce on world stand- 
ardization with a view to 
general use of metric weights and measures in this 
country. The other resolution calls for the adoption 
of the metric units in merchandising throughout the 
United States with a transient period of five years. 

It looks now as if the fight for real metric standard 
will be carried on in this session of Congress to a 
greater degree and with stronger backing than has 
been manifest in previous years. 

The States of Illinois, California, Tennessee, North 
Dakota and Utah are among those which through 
their legislatures have petitioned Congress to adopt 
the metric standards for general use in the United 
States. 


of the country and, as we 
said before, in endeavor- 
ing to increase its membership and strengthen its or- 
ganization, it is working in the defense of the indus- 
try, as a whole. 








The Stable Money Association is an educational and 
research organization, whose object is to promote the 
stabilization of the purchasing power of money. This 
association is calling the attention of the world to the 
grave financial, economic, and _ social disturbances 
caused by instability in the purchasing power of money. 
The association maintains that wide fluctuations in the 
purchasing power of money are preventable although it 
does not advocate any particular method to be followed. 
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Jewelers Gan Sell 
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and Satisfaction 


By A. E. E. 


The jeweler serves his customer well when he sells 

him silver. He not only sells him intrinsic worth but 
an appreciation of art and design. He sells him something 
useful as well as beautiful. He sells him standing in the 
community when he sells him the pride of ownership of 
beautiful silver. 

A jeweler once remarked, “There is more satisfaction 
produced by a sale of silver than of anything else I know 
of.”” Jewelers who are enthused with this idea are selling 
silver, and selling more silver every year. 

A jeweler with determination can easily double his sales 
of silver every year he is in business. Not only is every- 
one a prospective silverware customer, but every sale of 
silver leads to another sale of silver. There is no satura- 
tion point to fear in handling silver—rightly. 


* iba us start off with the wedding silver. Few brides 


S ILVER is an artistic article of utility and substance. 


face wedded life without some pieces of silver— 
gifts from loving friends. Jewelers sold these acceptable 
gifts. Did they keep a record of the sales? Do they fol- 
low up these sales with efforts to increase the bride’s 
collection of silver? The live ones did, anyway. 
But these live jewelers did more than that. To start 
out with, they steered purchasers of gifts for the bride 
toward the aim of completion of a particular set of a 











particular design. In doing this they in some measure 
avoided a duplication of gifts that might be turned back 
on their hands. In doing this they laid a pathway to more 
sales of these same patterns to be made in the future to 
complete the service so auspiciously started. 

Every anniversary of that wedding is an opportunity 
to make more sales of silver. Not only will the husband 
wish to give an anniversary gift that is fitting, but friends 
as well. And what can be as satisfactory to the mistress 
of the home as a gift of silver that goes part way toward 
making her set of silver complete? 

The jeweler with the proper records can make every 
purchase of such gifts permanent, and save himself a lot 
of trouble as well. 

But the wedding anniversary is not the only occasion 
for selling more silver to the bride of the years gone by. 
Her birthday affords another excellent occasion. Does the 
jeweler know when the birthday falls? Does he go to the 
husband with his suggestion that the gift be of silver in 
keeping with the gifts already bestowed? Then, how 
about the groom’s birthday? The bride will be delighted 
to buy a gift of silver to match the set she already has. 
Here’s an endless chain the jeweler can count, link by 
link, with profit. 

In the course of time and a beneficent Providence a 
baby comes to the happy home. How about more silver 
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Here’s a display of silver hollowware that stopped the passerby and aroused admiration 
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for the christening? How about still more silver for the 
infant’s birthdays? Is there any good reason why the 
infant’s silver should not match up with the bride’s? 


ND so it goes all through the year. Occasions 

multiplied for more sales of silver in that one 
family, until—a Silver Anniversary. And it need not 
end there, for in the meantime there has perhaps been 
more weddings in the family and the process may start all 
over again, only with increased facilities, with increased 
opportunities for sales of silver. 

And even after the customer has passed into the Great 
Beyond there may be occasion for the erection of a silver 
tablet to his or her memory. 

With this shining vista of silver opportunities for the 
jeweler multiplied by every wedding in his community, 
who dares say there is no profit in pushing silver? And 
the half has only been told! How about sports trophies? 
How about loving cups? How about miscellaneous silver 
items for the home? How about the silver pencil and the 
many other things of silver the jeweler can easily think 
of when he puts his mind to it? 

Let the jeweler start a family collecting silver and he has 
no fear of the competition of department stores or other 
stores handling silver, or the competition of other lines 
of merchandise. Silver is the keynote of the gift concept 
once it is planted rightly in the mind of the bride. 

There are so many ways of presenting silver to the 
public besides the “follow-up” method that it is hard to 
tell about them in any particular orderly method. The 
demonstration exhibit is one of the most far-reaching 
starting points for the cumulative sale of silver. One 
jeweler took advantage of a “Home Beautiful Exhibition” 
to demonstrate the value of silver in the furnishings of 
a home. Noteworthy flatware in various patterns were 
shown, including chests and cabinets filled with an attrac- 
tive series of services. Another took advantage of a series 
of lectures made by an expert domestic science teacher 
and demonstrated the use of silver for the table service. 
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See how these silver pieces stand out in this modernistic display 
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These occasions are appearing in practically the smallest 
hamlet as well as in the larger centers. 


JAYINDOW displays are the forerunners of sales of 

silver when that line is attractively displayed in the 
store doorway. The window displays point out to the 
public the things the jeweler thinks worth selling, and 
suggest things worth buying to those who are undecided 
what to buy. 

Then there is the advertising. There is so much of this 
that it is merely possible to briefly sketch a few thoughts 
about the subject. Naturally, the advertising of any store 
should be the messages of the merchant to the prospective 
customer. Now, if the jeweler wants to sell silver he 
must stick to silver as his subject. If he tries to tell the 
customer that silver, diamonds, watches, and the other 
things he sells are the best for the occasion of the pur- 
chase, it is easily seen that the people will be unconvinced. 
One thing at a time is enough for any live jeweler to ad- 
vertise. That is the thing he should want to sell, and he 
should try to sell it, and he won’t do it by clouding the 
issue with the introduction of other subjects. 


eine letters directed to the prospective pur- 
chaser is about the most direct route a jeweler’s mes- 
sage can take. Suppose the particular occasion is the 
wedding anniversary. The jeweler can send out a letter 
to the husband, the father, the brother and the friends 
of the mistress of the home. The records of the jeweler 
should include all these names. The letter sent to each may 
be a personal one, and worded to suit each one addressed, 
but the substance of the letter may be something like this: 

“The wedding anniversary is an important event to 
the mistress of the home. She thinks more of it than the 


man because she is so much closer related with the home 
than a man can possibly be who is absent every day on 

business. 
“The wedding anniversary demands a gift, of course. 
(Continued on page 


39) 
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The Blind Men’s Elephant 


If they could only see his power for good! 


IVE blind men were taken to the zoo 
and asked to describe the elephant. The 
first felt of the tail and said the ele- 
phant was just like a stick. The second felt 
yf one of the legs and was certain the elephant 
resembled the trunk of a tree. The third 
bumped against its side and described him as 
1 big endless wall. The fourth felt of an ear 
ind said the elephant was a big fan. The 
hfth felt of the trunk and informed his 
comrades that they all were mistaken—the 
elephant was nothing but a big snake. In 
no way were these five men able to correlate 
their individual ideas and thereby obtain an 
accurate visualization of the beast. 
Are we seeing the elephant as he is, today, 
or are we seeing him as the blind men did? 
It is time for us to map out our course and 
visualize the goal for which we are striving 
-not as a gilt-edge reward with which luck 
and good fortune may bless us but as a fixed 
and tangible goal with a pathway leading 
toward it as clear cut and distinct as the goal 
itself. An understanding of all the facts re- 
lating to our particular business, a thorough 
analysis of the facts and an intelligent in- 
terpretation and correlation of them will re- 
sult in a base from which to map out the 
course to be followed. 
We have eyes to see clearly and yet all is 
a mist. Instead of endeavoring to penetrate 
the dimness of the future by means of a 
thorough understanding of present condi- 
tions, we unconsciously let ourselves drift 
with the crowd and popular opinion rules our 
actions. We are in the clutches of competi- 
tion, swimming perhaps strongly and safely ; 
perhaps only holding our heads above water. 
Markets are flooded with goods. Yet we 
keep on cutting a price here; cheapening a 
product there; continuing by our actions to 
overcrowd still further the already flooded 
markets. Are we too blind to see that we 
may cut out one competitor, while another 
may only be numbering our days by the very 


same process? Chain stores, mergers, selling 
combines, all serve to lower costs through 
more centralized and larger quantity buying, 
reduced overhead and management costs, etc. 
—but even here there is an exhaustible factor 
and a limit to all such policies in spite of 
which we blindly scramble on. 

If we realize that over-production does 
exist it is time we acknowledged the same and 
acted sanely upon the matter. People have 
for several years failed to consume as rapidly 
as markets are replenished. The result has 
been bargains—bargains—bargains  every- 
where. Stores have adopted automatic reduc- 
tion scales, ending in the bargain basement 
which has sprung up over night, and finally 
giving merchandise away when the scale has 
been exhausted. Birthday sales, anniversary 
sales, and golden jubilees are fairly monopo- 
lizing the daily papers. The jewelry industry 
is no less guilty than the rest. The country 
has gone bargain crazy and at present we are 
rushing up this Bargain Lane. Popular 
opinion and practice would insist that the 
bargain and the price war are the solutions. 
“The elephant is surely just like a snake. He 
couldn’t possibly resemble a tree trunk, a 
wall, a stick or a fan!” 


pele it about time we visualized the ele- 
phant as he really is? Isolated facts have 
no value in themselves. The fact that a man 
has a hand does not help us to understand a 
man. The fact that business is competitive 
does not explain the facts of business any 
more than an understanding of marginal buy- 
ing can give us a true and complete picture 
of the stock market. 

Facts must be dug out and correlated. Each 
fact is essential. Each of the blind men had a 
necessary contribution, but not until the facts 
have been properly related do we form the 
complete picture from which to derive any 
value. 

But facts often have to be dug out of the 
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depths and therein lies a great stumbling block. Too 
many of us in our rush of everyday living, rely too much 
upon public opinion and fall victim to mob psychology. 
The headlines capture our attention and we are in- 
fluenced too often by them instead of digging out the 
fundamental facts for ourselves and forming our own 
independent opinions. Does this not hold for business, 
too? Too often general trends are accepted as a guide 
with the result that too much business is falling into the 
same channel. It is time to dig out our own facts, 
analyze and correlate them as our guide. 
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W HAT is to be? 


What .. . is to be done with 
under-consumption? 


Who . . . is most responsi- 
ble? 

When ... do we feel it 
most? 

Why .. . can’t people be 
stimulated to buy more 
Jewelry? 

Where .. . in every family 
can more Jewelry be 
used? 

How ...can extra Jewelry, 


Silverware, Watches, Clocks 
and kindred lines be sold 
at retail NOW? 














[ 
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these pages. 


By Harry R. Terhune, Field Editor, 


Eight Thousand Birthday Cakes 


Given Away 
IRMINGHAM, ALA.—Eight  thou- 
sand large birthday cakes were 

given to customers of Brackin’s, retail 
credit jewelers here, during one week 
while a special sale was being held. The 


of these cakes means that 


giving away 
Brackin’s booked over $160,000 worth 
of business during the week. It is be- 


lieved that this broke all sales records 
of any retail credit jewelry store in the 
country during a one week’s sale. 

The occasion was the celebration of 
Brackin’s sixth anniversary in business 
at Birmingham. During the week large 
newspaper advertisements announced 
that with every $20 or more of goods 
purchased on credit Brackin’s would 
give free a handsome birthday cake. 
During the sale no goods were sold for 
cash, but all were sold for a down pay- 
ment and the balance in deferred weekly 
or monthly payments. Six years ago 
Brackin’s started in business in Birming- 
ham in a very modest way. 


How a Jeweler Makes Displays 
Pull Business 


ANSAS CITY, MO.—“‘Make the 

windows interesting to get the best 
possible results from them,” counsels C. 
S. Craven of Kansas City, Mo. It was 
late one cold rainy day when he made 
this statement, yet the cash register told 
that it was a good day in spite of the 
weather. Windows here are changed 
twice a day. All fine diamonds are 
taken out at night and more popular 
priced goods displayed. There is always 
something moving to catch the eye of 
the passer-by. When the colored brace- 
lets were in vogue, a turn-tabie covered 
with them, sold thousands. <A _ back- 
ground of clocks with their pendulums 


all swinging, not only sold hundreds of 


OW 


Ideas on selling window display, stock records, merchandising, ad- 
vertising, store system, etc., gathered by Mr. Terhune in his travels 
around the United States so that others may profit by them. 
They will help you. 
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clocks, but attracted people to the win- 
dow and so sold many other items. One 
clock, not going, is just a clock, but a 


dozen clocks whose pendulums are all 
busy working will cause a great many 
people to stop. 


If the right appeal is there, people 
will enter the store, if not, they wil! 
hurry on their way, Mr. Craven finds. 


While he has a store full of nice things, 
it pays this jeweler to display a certain 
amount of popular priced goods, espe- 
cially over Sundays. A window full of 
$5 items always means a heavy day the 
next Monday for these things. A 
judicious sprinkling of items, which good 


merchandise says should be closed out 
regardless of the original cost, with new 
goods, all at one price, will do much 


in keeping the stock clean. Mr. Craven 
is fully aware of the tremendous 
of carrying merchandise along, so makes 
his show windows work in keeping his 
stock moving. 


cost 





3 jems give no 
: Safe deposit. 









cig 
true? value? i 1 vealiosll’ 


WARE 


+e “Z ; 
| Finest- woe i 


“ehjoyment in the 
v0 ult see 


i wl 


worn: in: new up-to-date?” Ceres 









December 19, 1929 


Others 


Profit 


vats 
Keep J 


JEWELERS’ CIRCULAR 


Model Homes Outfitted with 
Silver, Etc. 

yACINE, WIS.—Doering’s jewelry 
store cooperated in an _ unusual 
promotion and display in connection with 
the exposition made of model homes by 
a local builder. The homes were entirely 
outfitted with silverware, clocks, vanity 
sets, candlesticks, and exquisite 
from the stocks of the 


dresser 
appointments 
Doering store. 


One-Cent Government Post 
Cards Bring Results 

K ANSAS CITY, MO.—Regular one- 

cent government post cards mailed 

to a personal list will bring much busi- 

ness according to the Mulhaupt Jewelry 

Co., Kansas City, Mo. Keeping at this 

line of attack regularly, and with inter- 

esting material, is of course, quite neces- 

sary. One of his recent cards is illus- 
trated. 























~ MULHAU 


Jewelry and Optical 
je Phone Victor 4921 
1117 Grand Ave. 











This jeweler secures much business from one-cent post cards like above 
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Mail Reminders Every Fifteen 
Days 


S*: LOUIS, MO.—An upstairs jeweler, 
selling the better things, might get 
an idea from Aubrey C. Lindsey, who is 
in the Arcade building, St. Louis. Every 
15 days Mr. Lindsey has something in 
the mail. It is his conviction that he 
stands a much better chance of bringing 
customers to his upstairs store through 
a constant series of mail reminders, than 
he would through newspaper advertising. 

A fair proportion of his direct mail 
appropriation is spent on postal cards. 
By having them printed in different 
colors and by using a wide range of 
interesting topics, the cards are bright 
enough to be read. These postcards are 
designed to create the impression that 
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ANNOUNCING— 
A Seasonable Showing of Wedding Gifts 


Unusual importations most acceptable to the bride surfeited with the 


commonplace. 


CRYSTAL - CLOCKS - LAMPS - ART GOODS 


A wedding gift from LINDSEY’S carries with it individuality 
and charm that makes it doubly appreciated 








AUBREY C. LINDSLEY, Jeweler 
Suite 582-584 Arcade Building 
Olive at Eighth 











Gri 
U 
( ‘RIT wins. Last week an out-of- 
town jeweler phoned us asking if 
we could find a good watchmaker for 
him. “How’s business?” I asked. 
“Fine,” said he, cheerfully. The last 
time I saw this man he had only one 
leg. Now he informed me that the 
other leg had recently been ampu- 
tated. “But I have fooled the doctors, 
this time,” he said jokingly, “for now 
I have no more legs to lose.” 

What an example of courage for 
many of us with our complete facul- 
ties. Hopeful, enthusiastic, enter- 
prising is this man and why not? 
He informed me moreover that he 
has just invented a novel wedding 
ring which, from his description, 
ought to be a winner. 

If a hampered man can make such 
progress and can show such courage, 
why should a whole man grumble? 


R. F. N. 








Lindsey is just as anxious to get the 
50 cent crystal job as he is to make a 
$5,000 diamond sale. 

The mailing list is classified in many 
divisions for the obvious reason that one 
letter will not do for all types of people. 
A letter to a small group of well-rated, 
nearby business men is reproduced to 
show the style used. As most all of the 
better pieces are special work, individual 
letters are sent daily to interested pros- 
pects. 


Sell What Public Wants 


T. LOUIS, MO.—Oliver Selle says: 
“If we sell what the public wants, 
and not try to force what the jeweler’s 
vanity thinks the public wants, then we 
can control the retail jewelry business. 
“The big thing in the retail field to- 
day, is the catering to the customer. 
It is not telling them what they should 
have, but finding out in an intelligent 





Mail reminders are sent out every fifteen days by this St. Louis jeweler 


manner, what they will need before the 
demand sets in. 

“See how the public has taken to cos- 
tume jewelry in total disregard of what 
the jewelers thought of it. Department 
being operated by merchants, 
saw the opportunity of selling costume 
jewelry long before the retail jewelers 
did, consequently the department stores 
have practically a clear field in this 

ofitable branch of our business.” Con- 

ntration is one of the Selle business 
tundamentals. Eliminate lines that do 
not show a profit and plunge on those 
that do, is his rule. Various actual ex- 
periments have proved that more sales 
and more net profits can be made 
through carrying an over-large stock 
rather than an over-small stock. 

The foregoing is not true on those 
items where the style element is the 
dominating factor. Neither will it hold 
true in a small community. “Big stocks 
are important in big towns,” said Mr. 
Selle, “as their very size tends to kill 
the shopping instinct.” 

“Concentration of a stock allows a 
jeweler to show a comprehensive array 
of such items as are carried,” this 


stores 


jeweler continued. ‘People want to see 
a variety of certain items, not just a 
skeleton line of this and that. One rea- 
son why jewelers lose so many sales, is 
that they have so little salable stock to 
sell. We are not afraid to take a whip- 
ping on any one item. Novelty goods 
never sell out clean. This is known be- 
fore the goods are purchased. There- 
fore, we price them accordingly. When 
they are done, the odds and ends are 
given to charity. Only last week, we 
donated 250 pieces of costume jewelry 
to poor children in hospitals. There was 
no loss here to the store as we antici- 
pated this in advance. 

“The hat man cleans his shelves twice 
a year; the clothing man, four times a 
year; the shoe man every few months; 
but the jeweler, about once in a lifetime. 

“We price every article in the window, 
whether it be $2 or $2,000. Too many 
jewelers are afraid to price goods on 
account of their competitors. We are 
only afraid of our customers. Curbstone 
brokers compare diamonds in our win- 
dows with those they have to offer, but 
that, in the long run is good advertising 
for us.” 





Just Arrived !! 


Original Styles - - 


A most unusual showing of 
fine EIGHT-DAY DESK and TRAVELING CLOCKS 
Accurate Timekeepers 


What is more acceptable as a gift than a smart clock 
with its friendly tick-tock? 


A visit will be of interest 











AUBREY C. LINDSLEY, Jeweler 
582-584 Arcade Building 
Olive at Eighth 








On this card are featured desk and traveling clocks 
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EXIT The Stock Broker 


N a certain day in October, 
seven-column streamer across 


“$9 000,000,000 loss.” 


And everybody in the United States felt poorer. 
had begun to drop, and they continued to drop in dizzy 
jumps; and the newspapers continued to add up the total now and Christmas; 
shrinkage and blazon the results until they reached a stag- cent above last year, 


gering total, and the United States 
was apparently wiped off the eco- 
nomic map. 

All that money lost? Who lost 
it? No one. What the newspapers 
should have said was that stocks, 
forced up to fictitious prices under 
the impulse of frenzied and un- 
thinking buying, had been brought 
down to something like their eco- 
nomic value under the influence of 
equally frenzied and unthinking 
selling. 

Even more serious in its effect 
than playing up the disaster in the 
news is the “whispering campaign” 
already under way. Have you 
checked up on any of the stories? 
I have, and here are some of the 
results: 

THE RUMOR: 
liners are 
passengers. 

THE Fact: Every Saturday’s 
newspapers list a dozen 


That Atlantic 
sailing without 


newspapers spread a 
the front page— No one whispers about 
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From an address by Ernest Elmo Calkins 


employes than at the same time last year. 


capital released for a_ better 


purpose than holding up the stock market; or the easy 


Stocks 








AS ingle 
Cloud 






That was all that happened. The 
companies whose shares were chips 
in the greatest game of chance in 
the world were not injured. They 
are just as sound as they were be- 
fore. They are no more affected 
by the flurry on the stock exchanges 
than a field of wheat by a cloud 


passing over the sun. 


money now available 
$600,000,000 in Christmas clubs that will be spent between 
or employment two and a 


for building construction; or the 
half per 
and payrolls three and a half per 
cent higher; or five-and-ten and 
chains reporting no losses of sales, 
but help easier to get because the 
ticker watchers are going to work; 
of the thousands of men taken on 
by Toledo automobile factories; or 
the billions that will be spent next 
year by the government, States 
and railroads in much needed con- 
struction work; or the fact that 
savings banks report no unusual 
withdrawals, and insurance compa- 
nies only normal loans on policies; 
that more insurance has been writ- 
ten this fall than any time in our 
history; or that stocks in hand and 
inventories are low; that our busi- 
ness enterprises have ample cash 
reserves (look at the extra divi- 
dends pouring out) ; that if Christ- 
mas trade is a complete disappoint- 
ment (which it won’t be), Ameri- 
can business will still show a 
greater profit for the year than 
last year; that car production next 


ships sailing South with 

full cabins, and European- 

bound travel up to normal 

for this season. The Maure- 

tania, when she sank a rail- 

road float in New York har- 
bor last week, carried 857 passengers. 

THE Rumor: That cancellations of orders for high 
priced cars were arriving in batches. 

THE Fact: The president of the Packard Company is- 
sues a statement that cancellations of Packards for 
the whole country since November are two per cent 
of sales, a very reasonable figure. advertising man was more needed or 

THE RuMoR: That Macy’s has discharged 2000 people. could be more helpful. There should 

THE Fact: That Macy’s has on its payrolls 100 more be a campaign of the scope of those 

Oo. 


year will be not more than 10 per 
cent below this year (and don’t 
forget that this season is always 
the lowest ebb in the auto indus- 
try); to say nothing of Jonger 
skirts which will require billions of additional yards from 
the textile industry. 

The only method by which the wealth of favorable con- 
ditions can be got to the people and 
kept before them, is by advertising. 
There has never been a time when the 
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ENTER The Advertising Man 


before the Adcraft Club of Detroit, December 6 
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used during the war, pages in magazines and newspapers, 
to reach the millions and make them understand that it is 
up to each one of us whether business continues its pres- 
ent satisfying gait or whether it trips up because Wall 
Street says “Boo!” 

Hard times are exactly as infectious as prosperity, and 
vice versa. Every person who hesitates to spend the 
money he ordinarily would, helps to 
create the very situation he fears; 


suade men of the caliber of Owen Young, Thomas La- 
mont, Bernard Baruch, Julius Rosenwald or J. P. Morgan 
to accept even the highest office. But we learned during 
the war how to dispense with politicians and use business 
brains to settle business matters; and President Hoover’s 
action may set a new precedent which will have far-reach- 
ing results. 

HATEVER is decided on, it 

should be given publicity. 
And the advertising man is need- 





an imaginary situation, but a real 





one if all are affected by it. 

There never has been a slump so 
little related to actual business con- 
ditions. The only factor has been 
a public state of mind aroused by 
vague stories of tremendous losses 
which have not touched us in any 
respect, like the false alarm of fire 
raised in a crowded theater. 

Every individual advertiser 
should stick to his program, too, 
without cutting or cancelling or 
hesitation; and every advertising 
man should advise his clients that 
the business is still there. Adver- 
tising now has an opportunity to 
take the test and prove its worth. 
It welcomes the chance. 

Fortunately we have a President 
so unpolitical in his training, and 
so business-like in his thinking, 
that he appreciates the situation 
and the necessity of doing some- 
thing about it. He has acted 
promptly and the method adopted 














eens 


All talk! 






Falk — 
Falk. 


all talk. 


The stock market has 
taken the place of hospital opera- 
tions as a subject of conversation. 
By some strange quirk in the human 
mind there is no satisfaction in talk- 
ing about the favorable, the optim- 
istic, the normal. It is always trag- 
edy that flies on the wings of gos- 
sip—and, in this case, lying tragedy. 


ed. This is an advertising nation. 
We transformed the entire country 
fifteen years ago, raised vast sums 
for Red Cross, sold billions of Lib- 
H erty Bonds, inspired a whole people 
with a single fervor by the power 
f of advertising. No steps taken by 
authorities, public or private, can 
afford to ignore its power in chang- 
ing the minds and attitude and ac- 
tions of the people of the United 
States. 

Prosperity does not consist of 
stocks and bonds, or of plants and 
machinery, or even of goods; but 
only of goods and money in active 
circulation. The purpose in spend- 
ing ten billion by governments, rail- 
roads, public utilities and private 
industries, is not primarily to pay 
the people wages, but to offer an 
example, on a large scale, of will- 
ingness to spend; of confidence 
in the future, to encourage the 
hesitators and doubters and busi- 



















ness cowards. And so I say, 





is one that is simply startling in 
the possibilities it suggests. Never 

has the business mind and the 

political mind been more sharply contrasted. The Pres- 
ident summoned the heads of business enterprises to 
Washington at the very moment when a Congress, con- 
vened for the sole purpose of passing 
a piece of business legislation, was ad- 
journing with the purpose unaccom- 
plished. We will probably always 


have to have senators and congress- 
We may never be able to per- 


men. 





Ke oe a oe a 


most of the effect will be lost if 

the facts are not given wide, re- 

iterated and continued publicity, which can be done only 
in the form of public-spirited cooperation. 

Prosperity is still here. It will remain if we make it 


remain. This is advertising’s great opportunity, not 
only to sell goods but to sell the necessity of each 
and every one of us going about our business as 


though nothing had happened. The time has come for 
business to dismiss the stockbroker and call in the ad- 
vertising man. 














THE 





The Fay Jewel- 
ry Co., which 
recently start- 
ed in business 
in Los A ngeles, 
Cal., have an 
interesting 
double-deck 


window dis- 
play. Displays 
are changed 


frequently 


6“ AM determined to go in business for myself,” re- 
marked a young salesman to an intimate friend 
several months ago. Today this young man, Irving 

Neumann, is the proprietor of the Fay Jewelry Co., 414 

West Eighth Street, Los Angeles, Cal., and while the store 

is small it is cozy and business-like. And Mr. Neumann, 

who has devoted fifteen years of his life in the jewelry 
craft, already has demonstrated he made no mistake since 
now he has the store, 15 by 30 feet, splendidly stocked 
with high class merchandise and also is selling a little more 
than his share of the retail trade, his competitors admit. 

The fixtures and furnishings are in black walnut. There 
are five cases, six feet long, eighteen inches wide and of 

standard height, made especially for Mr. Neumann by a 

well-known fixture concern. These cases which are richly 

fabricated are placed three on the east side of the store 
and two on the west side, the establishment facing north 
and there are double-decked windows for the display of 
stock. 

The first case to the left as one enters is used for rings. 

The second and third for watches. On the right, the two 


cases are used for displaying novelty and costume jewelry. 
In the rear, is a small room finished in the prevailing wood 
of black walnut, where diamond and other high class wares 
are shown. 
candelabra. 


The lighting is from three large crystal 
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: Displays WV ork Hard 


kor Him 


New Jeweler in Los Angeles 
Tells His Plans for Success 


By C.L.W. 


66 HAVE just started,” Mr. Neu- 

mann told THE JEWELERS’ CIR- 
CULAR representative, “but already I 
have had enough business to encour- 
age me, and to me the prospects seem 
very bright. I have a loft above the 
store which I shall use for optometry 
when I get the right man to handle it 
for me. As to advertising, I am a 
firm believer in printer’s ink and, 
while already I have planned to spend 
at least $1,000 this year, if business 
warrants it I am willing to spend 
$10,000.” 

Mr. Neumann says that he has had 
no time yet to look into the matter of 
literature sent in by wholesalers and 
manufacturers but that he will ad- 
vertise general lines and specialties, 
with an appeal for watch repairing. 
Already he has taken on enough work 
to keep busy the one repair man he 
has employed. 

The show windows are about 9 feet on a line parallel 
with the street and they then bend, at an angle of 45 
degrees, for another 244 feet. The lower window, which 
goes down to the sidewalk, is of the same dimen- 
sions. In the upper window Mr. Neumann has fixtures 
which really give the effect of two displays one above the 
other. 

Both American and Swiss watches are carried but no 
special line is featured. General lines in flat and hollow 
silverware are carried. 

All profits are figured on the cost price. Engraving is 
free on purchases and when charges are made Mr. Neu- 
mann uses his own judgment as to amounts. 


T the corner near Mr. Neumann’s store about 20,- 
000 persons pass daily during ordinary days, but 
there are times when several thousand pass each hour. 

“T read THE JEWELERS’ CIRCULAR every week,” said Mr. 
Neumann. “TI first turn to the various advertisers. I read 
the letters from London and Paris, to get new ideas and I 
scan the merchandise articles where I get many excellent 
suggestions for the conduct of my own business. I be 
lieve cooperative advertising is beneficial.” 


The store is protected by two detective companies 
against pennyweighters and other thieves. 
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A Most Logical Way to Increase 
Your Silverware Sales and Profits 


HE wide popularity of the flatware patterns WILLIAM AND MARY 
and MARy II offers a splendid opportunity of increasing your 
Holiday sales and profits. These patterns, already established 
in thousands of well-to-do homes in the flat silver, provide a 
fertile field for the sale of the matching hollow-ware pieces. 
A short line of the popular selling hollow-ware items in your store 
during the Fall and Holiday seasons will prove most valuable. And 
together with the aid of our Portfolios of Photographs of these 
hollow-ware lines, ready to interest your customers, many substantial 
sales will result. Charming and delightful as these patterns are in 
the flatware, they are equally attractive in the many pieces of dinner 
hollow-ware. Each article is made in excellent weight and wrought 
in-the very finest craftsmanship. Write today for the Portfolio and 
Price Lists. 

















Coffee Set, illustrated above, sells for 

$310.00 Retail. Without the Tray, for 

$210.00. Always a popular set the year- 

round, it 1s espectaily in demand at 
Christmas. 


‘Creasure 
Solid Silver 


~$2.. 
BG 


STERLING 925/1000 FINE 


The Mary II 3-piece Tea Set, tllustrated 
at the right, has started many services 
of this lovely dinnerware. The Retail 
price is but $270.00. The five-piece set 
is $450.00. Beautifully made in generous 
weight, the type of Sterling that adds 
prestige as well as profit to your store. 























Success—Success—Success! One after another as “TREASURE” 
patterns come out they meet with success. More than average 
success! They win instant favor, and very soon find themselves 
prominent on the sales sheets as the store’s best sellers. Why is 
such popularity so positive? Originality?—yes. Beauty ?—of 
course. But more likely it’s their planned designing or rather 
planned selling. Each “TREASURE” pattern is created to meet a 
definite style trend, an established public demand. Modern 
American homes are furnished for the most part in certain dec- 
orative styles—Early English, Spanish, Colonial or Early Ameri- 
can. “TREASURE” patterns are produced in these popular, yet 
sound, decorative styles. They fit into the decorative spirit of 
modern homes of good taste. Such thoughtfully designed pat- 
terns have a very definite appeal to smart hostesses, and their 
selling-life is far beyond the average good pattern. They are 
sound builders of business. 


Look over your stock of “TREASURE” patterns today. Order for your needs early, 
as the demand for this silver is now running greater than ever before. 


RoGERS, LUNT & BOWLEN Co. 
Silversmiths - Creators of Distinctive Tableware 


GREENFIELD, MASSACHUSETTS 


Member of the Sterling Silversmiths Guild of America 
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Lides of Jewelry Fashions 


Paris Offers New Suggestions for 


jewels 





Pleasing combination of scarf and 








Diamond cut crystals are French 
favorites 


'N spite of the increased formality of the new Paris 
fashions, stylists in France still cling to the sim- 
plicity of women’s dress in the matter of decoration. 
Practically every big dressmaker on the rue de la Paix 


declares that trimmings are no longer 
dress, and that the only adornment allowed the smartly 


clothed woman of today is one which 
is detachable. This puts them into 
a class of ornament rather than trim- 
mings, the fashion experts say. The 
combination of scarf and jewels is 
one of the favorite forms of French 
costume decoration. It is one of the 
accepted ways of adding color to 
black and dark rocks. One of the 
new versions of this mode is a long 
pin with a jeweled ball at either end 
with the metal strip between a sup- 
port for a colored scarf. A straight 
scarf of coral colored georgette, on 
one of the latest dresses seen, is 
fastened with a pin of crystal and 
coral. The pin is made especially 
for this use. 


ARIS jewelers, Paris dressmak- 

ers and the smartly 
women of the French capital all 
seem to agree on at least one fash- 
ion—the new jewelry made of fine 
rock crystal, cut in diamond forms. 
Black clothes and crystal jewelry are 
seen not only in every smart dress- 


dressed 


a part of women’s 
theatres. 








Watches in Paris are getting 
smaller 














Feminine Consideration 
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Slave chains again in vogue 


~~ 


making salon, but in all the fashionable restaurants and 
Every day sees the launching of a new crystal- 


and-black fashion in Paris. The 
newest one to make its appearance 
is the long necklace with matching 
bracelets, made of beads as big as 
marbles—each bead formed of small 


crystals. The crystal settings are so 
cut to reflect the light at many 
angles, making this an_ especially 


successful evening fashion. 


pea chains are again in vogue 
in Paris. They are reappearing 
as necklaces, bracelets 
bands around the crowns of felt hats. 
The new chains are more like slave 
chains than ever. They are heavy 
and crude, and weigh down heavily 
upon the and shoulders of 
their wearers. Following the current 
fad for big ornaments, the chains 
are smartly out of proportion. One 
version of the chain is less barbaric 
than others. It is intricately woven, 
though simple in appearance, so that 
on wrist and throat the chains take 
a zigzag line. Thus a chain neck- 
(Continued on page 43) 


belts, and 


wrists 
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ewelers Can Sell Silver and Satisfaction 


(Continued from page 27) 


But the gift should be such as the wife will most appre- 
ciate. A scheme of systematic giving is suggested, be- 
cause the gift takes on additional importance when it is 
associated with gifts already received. We suggest that 
the silver service for the table be further enlarged to in- 
clude some of the articles that now render it incomplete. 
These should, of course, be of the same pattern as those 
already possessed. Our records show just what has been 
purchased already, and we are in the best position to 
point out the most suitable additions to the set of silver. 

“Suppose you drop in and talk it over with us. We are 
entirely at your service.” 


N the letter to the husband the date of the wedding 

may be mentioned and the suggestion made that he is 
doubtless thinking of what is best to give his wife. The 
suggestion to the father may be that he is perhaps puz- 
zled as to what to give his daughter on her wedding an- 
niversary. Friends may be reminded that they gave gifts 
at the time of the wedding and may desire to make it a 
yearly custom of adding to their gifts of silver for the 
wedded couple. 

The occasion of the letter may be more general, such as 
at Christmas time, when everybody is giving gifts to 
others. Such a letter may be in something like the fol- 
lowing form: 

“You are doubtless in some measure of distress over 
the selection of the gifts you have in mind to give. Your 
dear friends deserve the best and most appropriate gifts, 
but you cannot decide what to give them. 

“May we suggest silver? 

“Silver is always acceptable as a gift. Silver is an en- 
during gift, not a trifle to be admired for a moment and 
thrown away. It is something that becomes a keepsake, a 
remembrance of the giver for years to come. 

“No matter what the extent of the purchase, you can 
give silver. It may be a single article, or it may be a 
complete service; if purchased from us it will be the best 
gift you can obtain for the amount expended. 

“We may be able to help you select just the right item 
of silver to give. Our records show practically all the 
patterns favored by all the good people of our city. It is 
our business to know these things and we can help you 
give something that will not be a duplication of a gift 
given by some other friend or relative. 

“We wish to serve you.” 

Letters may be personal or impersonal as to recipients, 
but they should all be personal messages from the jeweler. 
They should be so worded as to give a cordial impression 
of a desire to render service. 


URING a crime wave in a certain city a jeweler 

noticed a falling off in his sterling silver sales. The 
fact was, people were afraid to buy such easily stolen 
commodities. The jeweler advertised that it need not 
deter people from owning the very best, because burglary 
insurance cost so trifling a sum, even less than a safety 
deposit box. 

Another jeweler made it known that the silver plate of 
today is worthy of a place on the tables of the best fam- 
ilies. He said: 

“People do not forget! 

“People who purchased silver plated ware a few years 
ago do not forget the poor quality of some of the lines 





sold, but times change. You will not forget, either, the 
quality of the silver plate of today. We offer our line of 
plated ware with pride to the people who look to us for 
the best of everything. We give assurance that this plated 
ware is of so superior a grade that you’ll have to forget 
your experience of a few years ago. Each piece is a real 
creation, designed by artists and executed by craftsmen of 
unequalled skill.” 


HERE have been many effective silver advertising 

campaigns in the past, and the more of these in the 
future the brighter the prospects for the sale of more 
silver will grow. One of those called to mind pictured the 
use of silver in the homes of historic persons. One ad- 
vertisement was headed, “When Dolly Madison Enter- 
tained,” another “Dine with Marie Antoinette at le Petit 
Trianon,” and another “The Glory of the Old South.” The 
text and illustrations were in keeping with the headlines, 
and these advertisements were readable, just as interest- 
ing as a modern novel. They made the people who read 
of them think of silver for its lasting qualities and its 
place in the homes of the best families. 

In conclusion, we might tell how a jeweler made it pos- 
sible to match up any pattern or design his customers 
called for. He had a scrap book, although it did not sug- 
gest that to the people who consulted it. On separate 
pages this jeweler pasted cuts of the various designs of 
silver manufactured. He took these from the catalogs and 
advertising of the manufacturers. On the page appeared 
the names of the patterns and the items manufactured 
by that pattern, with the retail prices shown. This book 
was in loose-leaf form and kept strictly up to date. This 
meant a considerable lot of work, but the sales made from 
the book were gratifying to the jeweler who conceived the 
idea and proved that the time spent on it was not in vain. 

“Go to Jones, he’ll know,” was a common phrase in his 
community whenever anyone spoke of silver. His sales of 
silver did not fall behind. He made his competitors sit up 
and take notice. Jones did know,“and he could quote a 
price on anything wanted, whether in stock or not. 








Texas Jewelers Donate Trophy 


HE spirit of cooperation and civic interest that has 

characterized the jewelry firm of Linz Bros., Dallas, 
Tex., over its long career of more than 50 years, was never 
better exemplified than in their presentation of the beau- 
tiful trophy which they donated for the new race track 
meeting at Arlington Downs, between Dallas and Fort 
Worth, last month. The firm felt that although the Wag- 
goners are citizens of Forth Worth, their placing of the 
$3,000,000 race track at Arlington made it a community 
enterprise to be shared equally by Fort Worth and Dallas 
citizens. Linz Bros. not only presented the conventional 
trophy but designed in their own workshops an exquisite 
sport brooch which was given to the best amateur lady 
rider on a Texas owned horse at the race meeting. The 
brooch was a large plaque of dull gold with a horse shown 
in full profile in the center. It was paved solidly with 


diamonds and each corner of the plaque was set with a 
diamond. Over one hundred diamonds in all were used 
in the ornament. 
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By FELIX H. LEV Yt 


THiRD ARTICLE 


HIS series of articles is being written for the pur- 

pose of explaining to business readers generally, 

in plain and untechnical language, the various 
ways in which the Sherman Law affects American busi- 
ness. 

Whatever value these articles may possess for the pur- 
pose stated would seem to be emphasized by the important 
speech delivered by the Attorney General of the United 
States before the American Bar Association on October 
25, 1929. 

He said: 

“* * * the Department’s program of law enforce- 
ment does not make any exception of the anti-trust 
laws. * * * IT have received no intimation from any 
source that the anti-trust laws were to be neglected 
or that violations of those laws were not to be prose- 
cuted with vigor and determination. It will 
be the duty of the Attorney General to enforce those 
laws, and we shall undertake to do this without pre- 
judice and with fairness, but with firmness.”’ 


This important pronouncement indicates that business 
men must not look upon the Sherman Law as a dead let- 
ter, but on the contrary as being energetically alive 

In the first of these articles, an explanation was given 
of the manner in which the Sherman Law forbids whole- 
salers or retailers, when acting collectively, from taking 
steps to confine distribution to the customary channel of 
manufacturer to wholesaler to retailer to consumer. It 
was pointed out that such collective action is unlawful. In 
business circles, these efforts have sometimes been made 
in order to maintain the position of Legitimate Whole- 
salers or Legitimate Retailers. 

It is important to point out that this prohibition of the 
Sherman Law is directed only against collective actions of 
members of an industry; but that it is legally permissible 
for a single member of such an industry, provided that he 
acts on his sole and separate initiative, to refuse to deal 
with a manufacturer or a wholesaler who disregards the 
customary course of distribution above mentioned. This 
privilege of such single member of an industry is based 
upon a decision of the Supreme Court which said: 

“A retail dealer has the unquestioned right to stop 
dealing with a wholesaler for reasons sufficient to 
himself, and he may do so because he thinks such 
dealer is acting unfairly in trying to undermine his 
trade.” 

Precisely the same is true with respect to a wholesaler 
in refusing to deal with a manufacturer. In plain words, 
this means that a retailer or a wholesaler, provided that 
he is not acting in collusion with other dealers, may freely 
announce his refusal to deal with a manufacturer or a 
wholesaler, as the case may be, if such manufacturer or 


*Copyright 
+Former Special 


1929, Felix H. Levy. 


Assistant to the Attorney General and General 


Counsel to the American Supply & Machinery Manufacturers’ Asso- 
ciation. 





THE JEWELERS’ 


How The Sherman Law 
Affects American Business* 





CIRCULAR 





wholesaler does not 
confine his distribution 
to the customary chan- 
nel above mentioned. 

The explanation for 
this distinction is that 
the Sherman Law is aimed only at concerted action among 
two or more persons, and is not aimed at individual action 
of any one person. 

In the second of the prior articles of this series, the 
important question of the price-cutting of nationally ad- 
vertised merchandise was discussed. It was pointed out 
that the law forbids any agreements between a manu- 
facturer and his distributors, whereby the latter agree to 
maintain the resale prices fixed by the manufacturer; 
but that the law permits a manufacturer to announce sug- 
gested resale prices and also to announce that he will not 
make any further sales to any distributor who disregards 
such suggested prices. 

This article will be devoted to a further discussion of 
the subject of price-cutting. Such further discussion 
seems desirable because of the widespread and ever-in- 
creasing interest which is being displayed in this impor- 
tant subject. 

It seems proper to say that except price-cutters them- 
selves and also certain misguided consumers’ organiza- 
tions, which have testified before Congressional Commit- 
tees against the enactment of the Capper-Kelly Bill, there 
are no defenders of price-cutting. 





Felix H. Levy 


DISTRIBUTOR who, for selfish reasons, makes it 

a practice to sell well-known merchandise at prices 
which do not yield him a proper profit, is one who in the 
long run will be a detriment and not a benefit to the manu- 
facturer and also to distributors who conduct their busi- 
ness on businesslike principles. Such practices disorganize 
and demoralize the business not only of the manufacturer 
but also of his other distributors; and if persisted in, often 
leave a manufacturer without adequate means of a proper 
distribution of his products in the locality where a price- 
cutter operates. The fina outcome is not only the demor- 
alization of the business of the manufacturer and of the 
distributor, but also injury to the consumer himself, be- 
cause it is not possible that the chaotic conditions thus 
produced, can exist without causing injurious effects to 
everyone who has any relations with such an industry. 

The great importance of the subject is therefore mani- 
fest. 

In the prior articles of this series, it was stated that 
the privilege given to a manufacturer to announce his 
suggested resale prices and his refusal to make sales to 
anyone who disregards the same is subject to strict limita- 





this subject pre- 
American Supply 
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The above is the third of a series of articles on 
yared by Mr. Levy for the Official Bulletin of the 
* Machinery Manufacturers Association, and is republished 
permission.—THE EDITOR. 


(Continued on page 43) 














THE JEWELERS’ CIRCULAR 





December 19, 1929 



































| MON 


One of the largest stocks 
of individual pearls ir 
the world. An excellent 
selection for matching. 


vy 


MAYERS, OSTERWALD & MUHLFELD, Inc. 


Importers of Pearls 
and 


Precious Stones 


527 Fifth Avenue 
New York 


SYLVESTER MAYERS, presivenr 
ROLLAND G. MONROE , vice-presivenr 
ALBERT O.OSTERWALD, rerasurer 
EDWARD H.MUHLFELD, secretary 


Telephone Vanderbilt 0 One Hundred 

Cable Address- Necklace New York 
Chicago OF fice 

55 East Washington Street 
















































































December 19, 1929 


THE JEWELERS’ 


CIRCULAR 43 


Tides of Jewelry Fashions 


(Continued from page 37) 


lace of this type lies around the shoulders in the form of 
a star. Brilliant yellow gold, highly polished, forms the 
smartest of these metal chains. Some of them show 
combinations of metals—notably green and yellow gold. 
Sometimes the links are arranged in groups of three, so 
that one side of a star point will show silver and the other 
side gold. 

ATCHES, in Paris, are getting smaller every 

minute. It is getting to be almost a game to find 
the tiny watch faces that are concealed among the jewels 
of diamond brooches and bracelets. Paris jewelers 


How 


are becoming more and more ingenious in finding ways 
to make watch faces look like one of the stones in a 
piece of jewelry. They are making the watches so small 
that they are no larger than a stone setting; they 
are covering them with thin sheets of diamond, in place 
of crystal, so that at most angles the watch appears to 
be one of many precious stones. One of these new 
watch-brooches recently seen and made by a Place Ven- 
dome jeweler, was worn with an evening gown designed 
by a prominent Paris dressmaker. It was made in the 
shape of a Christmas tree. 


the Sherman Law A frects American Business 


(Continued from page 41) 


tions against any kind of cooperation on the part of the 
manufacturer. 

In order to point out some of these limitations, the fol- 
lowing is quoted from an agreement which the Federal 
Trade Commission required a certain corporation to make, 
after the Commission had begun proceedings against it 
for having transgressed some of these limitations. 

The agreement stated that the corporation 

“caused it to be generally known by means of let- 
ters, through its salesmen and other means that it 
expected and would require its customers to main- 
tain resale prices established by it, and as a means 
of effecting obedience to its system, said respondent 
in conjunction with the trade aforesaid employed the 
following cooperative methods, to wit: (a) sought 
and secured through its salesmen, by letters and by 
other means, agreements, promises and assurances 
from its customers that they would cooperate in the 
maintenance of resale prices suggested by it, and 
threatened to and did withhold orders for supplies 


from those who failed or refused to maintain its 
suggested prices; (b) sought and secured the co- 
operation of its customers in reporting dealers who 
failed to maintain its suggested resale prices and 
solicited and obtained promises and assurances from 
such offending dealers to maintain the suggested 
resale prices as a condition to further supplying 
such offending dealers with products; (c) sought and 
secured promises and assurances from its distribut- 
ing and other trade that such trade would maintain 
suggested resale prices and would not depart there- 
from to meet competitive prices without first having 
obtained the permission and approval of said respon- 
dent.” 

This indicates the type of cooperation which is for- 
bidden, although of course other examples exist. It indi- 
cates that by proper safeguards against such violations, 
as experience has shown, a manufacturer can to a large 
extent, if not entirely, control and prevent the price-cut- 
ting of his products. 


A New Jade Substitute 


South African “Jade” Really a Garnet 


Really a Garnet—By Robert M. Shipley, G. D. 


ECENTLY, while in England, standing for examina- 

tion for the degree of “Gemmological Diplomate” 

at Chelsea Polytechnic, I had occasion to investigate the 

new so-called South African “jade” which had been placed 

upon the English market and which for a time had de- 
ceived some British gem dealers. 

South African “jade” is really a non-crystalline, almost 
opaque, grossularite garnet, but is in color and texture 
like the Chinese pi yu, or green jadeite. American jewel- 
ers could easily be deceived by their similarity, the prin- 
cipal visual difference being in the fact that most of the 
South African “jade” has more of a tendency to show tiny 
spots of white upon the polished surface, but, being a 
grossularite garnet, it has about the hardness of jadeite. 
The green color often runs in streaks through the white 
like the jadeite and, as a matter of fact, fine specimens of 
grossularite are quite beautiful. 





During mining operations in South Africa, a strata of 
green stone in massive formation was found in fairly 
large quantities, and it was thought to be jade and was 
put upon the market and sold as jade. However, a speci- 
men was shown to the authorities at the British Museum, 
and when tested by them it was discovered to be a grossu- 
larite garnet. Now grossularite (the word means “goose- 
berry” and refers to its color) was already known as a 
crystal, but this was non-crystalline and opaque. 

As before mentioned, the hardness is about the same as 
the garnet, but the specific gravity varies from 3.50 to 
3.65, whereas jadeite is about 3.34. The refraction index 
is about 174-175 (about the same as pyrope garnet), 
whereas jadeite is 1.66 and 1.68. This new stone shows no 
dicroism. The lapidaries say that it cuts upon the wheel 
exactly as a garnet, which is altogether different from the 
feel of jade. 
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Lurning Christmas 


Money [nto Siteer 


Ideas for the Enterprising 


By H. S. A. 


O you begin in January to advertise 


silver and continue advertising it 
every month of the year? January 
means— 


Christmas Money 
Changed to Silver 


A good plan for getting the full 
benefit from Christmas money is to 
purchase Sterling (solid) Silver Table- 
ware. Solid Silver lasts for genera- 
tions. Its charm, its permanence, its 
usefulness are unquestioned, so why 
not purchase an initial supply or added 
pieces to what you already have? 
Pieces at $—— and better. 

If your tableware silver is, for the 
moment, complete, select a lovely Tea 
Service or Coffee Set. World famous 
and unequaled patterns are here for 
your approval. 


So advertised Donavan & Seamans Co. 

February means Valentine parties, 
Washington Birthday parties, and so the 
hostess is in a receptive mood to read 
advertisements about SILVER. With 
this in mind, Parmelee-Dohrmann Co. 
of Los Angeles advertised, the follow- 
ing: 


Beautiful Sterling Silver 


The great variety of unusual pat- 
terns in Sterling (solid) Silver fea- 
tured by Parmelee-Dohrmann Co. 
makes selection here a real pleasure. 
Your selections can be made to meet 
your individual requirements. Such 
well-known makers as ——————— 
are represented. 

The — — 
Gorham design, as 





, a distinctive 
illustrated, is a 


pattern of singular simplicity and 
strength. 
Sterling silver salt and pepper 


shakers of good weight. The indi- 
vidual size, attractively boxed, priced 
special per pair $1. 


This last paragraph was intended for 
the gift seekers of February, and some- 
thing which might attract customers 


within the store, where the other silver 
displays would “speak for themselves,” 
—aided by skillful salesmanship of the 
clerks. 

Perhaps in March you will want to 
emphasize the note of Home Improve- 
ment. 


Housewives are thinking of the 


spring cleaning and renovating. There 
will be new curtains in the home, new 
furniture, and a renewed determination 
to make the home beautiful and sweet. 
The change in the home will inspire an 
urge to share its improved appearance 
with friends, and thoughts of hospitality 
will bring thoughts of silver. Therefore 
such as advertisement as this of Dona- 
van & Seamans Co. makes timely appeal. 


Improve the Home 
With Sterling Silver 


O other impression in the home so 
typifies the gracious things of 


life and bespeaks position as does 
Sterling Silver. In this charming 


period pattern we find solid silver at 
its best, for none of the requisites 
that make this a thing of beauty, last- 
ing for generations, has been forgot- 
ten. 

Silver has not been spared in its 
construction, its beauty of design, and 
elegance of finish proclaim it the 
finest, while the prices will be found 
to be most alluring. 

It has long been the pleasure of our 
silver department to show the fore- 
most efforts of America’s leading sil- 
versmiths, and our collection contains 
such well-known patterns as, etc., etc. 
(name patterns). 


April suggests to every jeweler that, 


Easter Tide Is Silver 
Time 


Easter Tide and the passing of Lent 
means announcements, parties, then 
weddings. 

What joy the bride-elect will have 
when she shows her wedding gifts 
But from all the lovely things, how 
fondly she will pause and gaze on her 
gifts of Sterling Silver. 

Before her will be spread her table 
silver, the essence of beauty and re- 
finement. How proudly she will show 
her tea set, water pitcher, centerpiece, 
candlesticks, and all those charming 
wares that proclaim silversmithing as 
one of the arts. For over thirty-two 
years this store has gathered together 
the finer things for the bride to he. 
Here you will find the finest patterns 
and pieces of silver for her table and 
home. This illustration shows the 
coffee-pot of the new Louis XVI tea 
service, consisting of coffee-pot, tea- 
pot, sugar, creamer. 








Selling Ideas 


Guarantees Increasing Value of 
Diamonds 


HE Gordon Jewelry Co., of Birming- 

ham, Ala., has recently adopted a new 
plan of sell diamonds which though 
proving quite successful, may seem to 
many jewelers one that is not without 
very dangerous possibilities. In fact it 
might give rise to complications that 
may result in problems for the future. 

On every diamond sold a five-year 
guarantee is given that the diamond will 
increase in value at the rate of 6 per cent 
annually, over the price paid for it. 
At the end of any year up to five years 
the Gordon Jewelry Co. will take back 
any diamond purchased from them and 
allow the purchase price plus 6 per cent 
in exchange for other diamonds, jewelry 
or any article in the store. 

This plan, it is reported, has increased 
the sales of this firm to a considerable 
extent, since the management first com- 
menced it a few weeks ago. 

This plan is one which we would not 
recommend without careful considera- 
tion of the final results that follow it, 
but we present it to our readers for 
what it is worth and will be glad to have 
an expression of opinion from those 
who have tried anything of the kind in 
the past. i ig 


Featuring Direct Diamond 
Imports 
& N. KATZ, jewelers, at 105-111 
« N. Charles St., Baltimore, who have 
a number of branch stores in that city, 
utilized the fact that they had imported 
a shipment of diamonds from Amster- 
dam in a way to get a large amount of 
good out of their advertising. The half- 
tone cut of the original package that 
came through the mails, with the stamps, 
custom house marks, etc., was featured 
in a full page advertisement, advertising 
cheap diamond rings and used to em- 
phasize the fact that the concern could 
sell diamonds advantageously because of 
their direct importation. T. E. A. 


Letters Signed by Salesmen 
| hy Bolland’s, St. Louis, the card file 

list of customers and those that the 
store desires to be customers, is divided 
into groups under the head of the sales- 
man who served the trade. Ai this time 
of the year, personal letters are being 
sent out on the store’s staticnery that 
are signed by the men on the floor. 
These letters are a personal appeal to 
“Come and see me” and give logical 
reasons why the trade should do so. 
If a customer does not respond to the 
first two letters, a third is sent. This 
latter one has a distinct personal tone 
that invariably has the desired effect. 


An Unusual Sale 


N unusual sale, known as a “man- 
agers’ sale,” was conducted recently 
with much success by Wilson’s, Syra- 


(Continued on page 51) 
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By L. M. Lamm, Washington, D. C. Correspondent 


Waltham Watch Co. Files Application 
for Experimental Broadcasting 
Station 

WASHINGTON, D. C., Dec. 16.—The 
Waltham Watch Co., Waltham, Mass., 


has filed an application with the Federal 
Radio Commission asking for a construc- 


tion permit for the erection of an 
experimental broadcasting station at 
Waltham. The company asks for the 


use of one frequency within the range 
of 7300 to 10,000 kilocycles and one 
frequency in the band of 4000 to 4500 
kilocycles. The company also asks to 
use 500 watts power. 

It is stated in the company’s applica- 
tion to the commission that the station 
is wanted for “Radio clock and watch 
control. For the transmission of con- 
stant frequency signals at regulated 
time intervals. Communication desired 
to assist in this development.” 

It will be recalled that the Elgin Na- 
tional Watch Co. of Elgin, Ill., already 
has a radio station doing experimental 
work along this same line which has 
been in operation for some time. The 
experiments of the Elgin company, it 
was stated at a hearing on the subject 
some time back before the commission, 
are giving fairly good results. 

* * * 


Industrial Art Institute Organized in 
Boston 


WASHINGTON, Dec. 16.—Word has 
been received here of the recent organ- 
ization in Boston of the Industrial Art 
Institute to coordinate the industrial art 
activities of manufacturers, merchants, 
artists, and art institutions. While 
started in New England, it is said to 
be national in scope and viewpoint. It 
aims to stimulate manufacturers and 
merchants in improving the art and 
style qualities of industrial products, to 


lessen duplication of efforts in art re- 
search, and to develop a staff of trained 
individuals capable of serving industry 
and commerce along art lines. 

All intention to compete in any way 
with art institutions or with trained in- 
dividual designers is disclaimed, the 
Institute’s efforts to be concentrated on 
art research and promotion. The hope 
is expressed of bringing together in the 
Institute interested executives in every 
art field, including museums, art schools, 
professional artists, the business profes- 
sions, merchants and manufacturers. 

a * * 


More About the Capper-Kelly Bill 


WASHINGTON, D. C., Dec. 16.—Repre- 
sentative Clyde Kelly of Pennsylvania, 
who introduced the price maintenance 
bill in the House, recently made an- 
other speech on the floor in connection 
with the bill. He said in explaining 
the bill: 

“The Capper-Kelly bill expressly pro- 
vides that contracts are permissible only 
when the producer is in competition with 
other makers of goods of the same class. 
Its entire aim is to increase competition 
but to assure that it will be fair com- 
petition, not unfair. 

“Cut-throat competition always works 
injury to the public. The method is to 
select a certain locality and cut prices 
on standard, well known goods, in order 
to persuade the public that the reduction 
is the result of competition and that all 
goods are sold at the same low figures. 
Then when the independent dealers have 
been bankrupted, the prices are restored 
to a high level. 

“The greatest instance of the elimina- 
tion of competition in America today is 
found in the slaughter of the independ- 
ents by great chain store organizations: 
Several hundred thousand retailers have 
been put out of business and the process 
is continuing more rapidly today than 


ever before. I make no point here of 
the loss to these independent business 
men and their families. I do contend 
that when an efficient retailer is de- 
stroyed by methods of unfair competi- 
tion, the public pays all the bills. 

“The bankrupt does not pay them, for 
he can pay only to the extent of his 
assets The balance of his debts is 
absorbed by the community at large. 
Every consumer in the end must con- 
tribute to the loss. 

“We are contending for more com- 
petition, not less, but we insist it must 
be regulated competition which assures 
a square deal. Baseball games have 
their rules; prizefights must be con- 
ducted under agreed regulations; surely 
the mighty game of business upon which 
the common welfare depends should 
have its rules of fair play. Under re- 
sale price protection no fair competition 
will be outlawed, but the commercial seas 
will be rid of pirate craft, and the con- 
sumer will have the benefit. 

“Under resale price protection the 
great department stores and chain sys- 
tems will attempt to sell their own pri- 
vate brands. The manufacturer of well 
known standard goods will be in direct 
competition with them and the resulting 
rivalry will be of benefit to the consumer. 
Such competition is fair and the best 
goods at the lowest price will win.” 


ce 


Black Forest Clock Manufacturers to 
Merge 


WASHINGTON, D. C., Dec. 12.—Follow- 
ing the present trend in Germany toward 
fusion and combination, certain firms 
in the famous Black Forest Cuckoo 
Clock Industry have decided to enter into 
a merger as a means of improving the 
unfavorable conditions affecting this par- 
ticular industry, according to a report 
received by the Department of Com- 
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merce, from Assistant Trade Commis- 
sioner A. Douglas Cook, at Berlin. 

The firms to be merged state that this 
combine will enable an improvement in 
the quality of the output and the price 
agreements resulting will eliminate to 
a great extent the present high degree 
of competition. A standard trade mark, 
as well as a joint advertising campaign, 
has been suggested as a means of ad- 
vancing sales. 


Inefficient Retailers Bar to Business 
Progress 


WASHINGTON, D. C., Dec. 12.—Pro- 
gress of the retail trade in this country 
is being handicapped by thousands of 
inefficient dealers who are causing bil- 
lions of dollars of waste, William But- 
terworth, president of the Chamber of 
Commerce of the United States, told the 
local chamber at a meeting at which 
leading retailers of the city were guests 
of honor. 

Although Butterworth’s talk was 
sharpened with a severe indictment of 
the incompetent dealer, he praised re- 
tailers of this city. He declared that 
Washington enjoys an .extraordinary 
position to cope with the irregularities 
that confront many cities and to stabilize 
its retail outlets. 

The retailers who came under the 
sweep of Butterworth’s thrusts of criti- 
cism are those, he said, who are out of 
touch with the modern tempo of the busi- 
ness age. He blamed this incongruity on 
the fact that these retailers are unaf- 
filiated with business men’s organiza- 
tions, and that those who do belong to 
such organizations are in the member- 
ship to get what they can out of the 
organization rather than what they may 
put in. 

He charged the inefficient retailers 
with being responsible for throwing the 
weight of extra expense on the shoulders 
of the consumer. He compared the 
alarm over the growth of the chain store 
to the same consternation that swept 
the country many years ago when the 
department store made its first ap- 
pearance. 


Department of Commerce Reports on 
Exports and Imports During 
November 


WASHINGTON, D. C., Dec. 16.—During 
November exports decreased and imports 
increased compared with the same month 
of last year according to the Department 
of Commerce. 

In November the exports were valued 
at $448,000,000 compared with $544,912,- 
000 in the same month of last year while 
in November of this year imports were 
valued at $339,000,000 compared with 
$326,565,000 in November of last year. 
In November of this year the value of 
the excess of exports over imports was 
$109,000,000 while in November of last 
year the value of the excess of exports 
over imports was $218,347,000. 

For the 11. months ending November 
this year the value of exports was $4,- 
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820,447,000 compared with $4,652,512,- 
000 for the same period of last year. 
For the same 11 months ending Novem- 
ber this year the value of the imports 
was $4,090,042,000 compared with $3,- 
752,036,000 for the same 11 months of 
last year. For the 11 month period end- 
ing November this year the excess of the 
value of exports over imports was $730,- 
404,000 compared with $900,476,000 for 
the same period ending November last 
year. 








Importance of Keeping Up 
Advertising Appropriations 


HE Assistant Secretary of Com- 

merce stated recently that big, 
courageous, truthful advertising forces 
mass production and mass distribu- 
tion, which in turn reduce prices, 
raise wages and increase total profits. 
He pointed out that such advertising 
promotes national prosperity through 
forcing the use of scientific mass 
methods, and also promotes world 
progress as it inevitably forces the ex- 
tension of mass production and mass 
distribution to all the producing na- 
tions of the world. 

He emphasized the present impor- 
tance of keeping up advertising ap- 
propriations, expressing the belief 
that advertising, as one of the most 
potent of business accelerators, should 
go forward like our other business 
efforts, without interruption or cur- 


tailment. He suggested that some 
broad general facts showing the 


soundness and progressiveness of the 
American business structure might 
well be brought home more forcibly 
through the medium of «dvertising, 
not as propaganda but as a means of 
conveying wholesome, reassuring 
truths. 








Rules of Business Practice Pertaining 
to Selling Acted on by Federal 
Trade Commission 


WASHINGTON, D. C., Dec. 16.—Rules 
of business practice pertaining to the 
selling of various commodities directly 
to the consumer have now been acted on 
by the Federal Trade Commission, ac- 
cording to announcement just made, fol- 
lowing the holding of a trade practice 
conference by direct selling companies 
under the auspices of the Commission 
in Dayton, Ohio, in October. 

Twenty-nine rules appear in the list, 
11 having been designated Group I as 
applying to unfair methods of competi- 
tion, and 18 accepted in Group II as 
expressions of the trade. 

Nineteen rules cover advertising prac- 
tices of direct selling companies. One 


purpose of the conference was to correct 
misrepresentations by companies in seek- 
ing agents through advertisements, and 


49 


to provide for elimination of misleading 
advertisements of goods. 

The conference was largely attended 
by representatives of companies selling 


a wide variety of goods. Unlike most 
conferences this one was not devoted to 
practices of a single industry but applied 
rather to many lines which have in 
common the method of distribution 
known as direct selling. 

Rules adopted relate, among others, to 
such practices as advertising that a com- 
pany is an owner of a mill making an 
article of commerce when such is not the 
fact, and inserting advertisements offer- 
ing employment to salespersons but mis- 
representing salary or commission to be 
received by the salesperson. 

Use of the word “free” where “not 
properly or fairly qualified or when the 
article is in fact not free” is declared 
to be an unfair method of competition. 

Other rules relate to refunds on 
samples returned; responsibility of ad- 
vertisers to consumers for representa- 
tion made by salespersons, and for 
money advanced to salespersons. 


Industrial 


Bill to Establish 


Relations Commission 


WASHINGTON, D. C., Dec. 16.—An in- 
teresting bill has been introduced in the 
House by Representative Browning of 
Tennessee, which would authorize the 
establishment of an “Industrial Rela- 
tions Commission” and “defining its 
duties.” The bill has been referred to 
the House Committee on Rules. 

Pointing out various industrial in- 
harmonies of the nation the bill calls for 
the appointment of a Commission by the 
President of the Senate, the Speaker of 
the House and the President of the 
United States, each of whom shall select 
three members. The members are to 
receive a per diem wage and expenses 
and an appropriation of $25,000 is pro- 
vided for by the bill. 


Federal Trade Commission Acts on 
Proposed Changes in Jewelry 
Trade Practice Rules 


WASHINGTON, D. C., Dec. 16.—The 
Federal Trade Commission has taken def- 
inite action in connection with the pro- 
test of certain jewelry interests regard- 
ing the trade practice conference rules 
which were accepted some time ago by 
the Commission as the result of the con- 
ference held in Chicago last spring 
under the chairmanship of Federal 
Trade Commissioner March. 

The Commission is not yet ready to 
make public the changes which it has 
accepted but it is known that they in- 
clude changes in definitions and “some 
other changes.” It is expected that a 
full statement will be made public by 
the Commission some time next week. 
It is reported that “some” of the changes 
requested by the trade have been made 
and it is believed that the forthcoming 
changes will be acceptable to the indus- 
try. 
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A valuable book for the Jeweler—especially 
if he seeks, or now enjoys, a large sale of old 
Silverware or reproductions 


OLD SILVER of 
EUROPE and AMERICA 


From Early Times to the Nineteenth Century 


By E. ALFRED JONES, M.A. 





The author has written many works on Gold and Silver. His book as 
per above title contains 376 pages, and 96 plates in Photogravure, 
showing nearly 400 specimens . .. many of them never before pub- 
lished. Handsomely bound in blue cloth, stamped in silver. Price 
$8.50. Here is a book of especial value to the jeweler who is selling 
silverware in substantial volume—or would like to do so. To know 
your silver—is to sell more of it. For your better clients know that 
no antique is more beautiful than a piece of silver in the right en- 
vironment. Buying of Antique Silver and ordering of Antique Repro- 
ductions is a new vogue—increasing in popularity day by day. Mr. 
Jones in his book discusses the characteristic cups of the old guilds, 
the ecclesiastical, and best specimens from many countries. Relations 
between old English models and American Colonial copies . . . many 
other discussions and points about Old Silver are brought out; it must 
be remembered Mr. Jones has had access to the private collections of 
kings, clergy and collectors everywhere. Send your order for a copy 
te THE JEWELERS’ PUBLISHING CORPORATION, 239 West 39th 
St., New York. 
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London Diamond Market Firm 





Business Reported Quiet with Mélée Prices Higher—Proposal to Appoint Diamond 


LONDON, Dec. 7.—Diamond prices are 
keeping very firm. Commenting on the 
position in general Backes & Strauss 
of Holborn Viaduct see no cause for any 
alarm. 

“In sympathy with all branches of 
trade,” said a partner to THE JEWELERS’ 
CIRCULAR this week, “the diamond busi- 
ness has been rather quiet these last 
few weeks. It is only natural, with 
money lacking, as it is at the present 
moment, that the luxury trades should 
suffer and there is no reason to feel 
any alarm at this present lull, as it is 
obviously only momentary and it is very 
reassuring to see how firm prices are 
keeping. There has been a certain 
amount of business in current goods with 
those manufacturers who are now finish- 
ing their Christmas stocks, but this is 
chiefly in the cheaper smalls and mélées, 
and occasionally a few larger stones. 
It is very noticeable that anything that 
is not absolutely white is rather unsal- 
able and consequently white mélées and 
goods of this grade have stiffened some- 
what. 

* * * 

News was received here this week 
from Cape Town to the effect that on 
the suggestion of Sir Ernest Oppen- 
heimer, the Union government, proposes 
shortly to appoint a Diamond Control 
Board armed with powers to enforce 
any necessary regulations conducive to 
the future well-being of the diamond 
industry. The Board, besides handling 
the marketing end of diamonds would 
form a liaison between producers and the 
government. Its first efforts would be 
devoted to placing the new diamond cut- 
ting industry of the Union on a satis- 
factory basis. It is probable that a 
member of De Beers would have a seat 
on the Board. There has been some 
friction between the new diamond cut- 
ting firms and the government, it is 
rumored, owing to the unwillingness of 
the former to assist apprentices in 
South Africa to learn the diamond cut- 
ting trade, as originally laid down by 
the government when the new industry 
was promulgated. 

* * * 


At the meeting a few days ago of 
African Selection Trust, Ltd., Chairman 
Chester Beatty said his personal belief 
is that in a short time the normal de- 
mand for diamonds in America will be 
restored. The general outlook for dia- 
monds he considers is excellent. The 


company’s past policy of having its dia- 
mond production handled by the diamond 
syndicate as sole selling agency is, he 
said, being continued in the best inter- 
ests of the producer and the consumer. 
He mentioned that the production of the 
subsidiary, Cape Coast Explorations Co., 





Control Board 


is restricted to $30,000 worth of stones 
a month. He expects in the near future 
a conference of South African diamond 
producers with the Union government 
and hopes then for a bigger output 
quota for Cape Coast. The company’s 
net profit for the past year is $1,035,000. 
* ca * 

The Queen of Spain visited an ex- 
hibition of modern jewelry pieces at a 
New Bond St. establishment the other 
day. Mme. Fleuriau, wife of the French 
Ambassador, also attended with her 
daughter. Mme. Fleuriau was one of 
the principals in the recent dress and 
jewel fashion show at the May Fair 
Hotel. Among the outstanding orna- 
ments admired was a modern shoulder 
brooch set with three emeralds given by 
Napoleon III to the Empress Eugenie 
after the birth of the Prince Imperial. 
It is priced at $15,000. Near the brooch 
was an inch-square emerald priced at 
$49,500. A flawless ruby of 10 carats 
set in a ring is priced at $100,000. 

x * * 

A number of fine articles of jewelry 
have been chosen by members of the 
royal family and relatives as gifts to 
bride and groom in the Hunloke-Caven- 
dish wedding at St. Margaret’s, West- 
minster, this week. Lady Anne Caven- 
dish is the youngest daughter of the 
Duke and Duchess of Devonshire. The 
groom is the only son of Major Sir Philip 
and Lady Hunloke. The kind and queen 
sent Lady Anne a diamond and blue 
enamel brooch with the initials “G. M.” 
surmounted by a diamond crown. To 
the groom they have sent a pair of 
enamel cuff links bearing the royal 
initials. Mr. Hunloke’s gifts to his bride 
include a diamond and sapphire bracelet, 
and a huge diamond and sapphire cross. 
The duke’s present to his daughter is a 
fine diamond necklace and pendant. 

ok * * 


Prices obtained at the first of the 
Christie sales this week prove once 
more that rare and beautiful gems are 
always marketable whatever the finan- 
cial position of the moment may be. It 
had been predicted that there would be 
a slump in values at the opening auc- 
tions of the season. But the pessimists 
stand confounded. S. H. Harris, after 
some bidding of the most robust kind, 
became the possessor of a_ beautiful 
bracelet in which a magnificent oblong 
emerald in a setting of smaller emeralds 
and fine brilliants was the prime attrac- 
tion. It cost him $18.750. A ring that 
used to be worn by the famous singer, 
Christine Nilsson, went to the same 
buyer for $8,500. It features a single 
octagonal emerald with two brilliants 
on either side. There were a number of 
jewels sold at this sale which brought 


far more than their original price and 
were well above their sale valuation. 
The total realized was more than $88,000. 
* * * 

Barnet Lewis of Park Lane, London, 
a permanent director of Lewis and 
Marks, Ltd., and a director of the South 
African Diamond Corporation, has left 
an estate valued at more than $1,700,000 
and on which death duties to the value 
of $550,000 will be collected by the State. 
Mr. Lewis was a South African mer- 
chant and for many years was 4as- 
sociated with the diamond mining indus- 
try. He died last September at the age 
of 78. 

* * a 

Smash-and-grab bandits who evidently 
had put a lot of time and thought into 
their scheme made a 10 a. m. raid on 
the jewelry shop of S. J. Phillips in 
New Bond St. last week and with the 
aid of an empty beer crate and a ham- 
mer got away with nearly $15,000 worth 
of quality jewelry. It was the most 
daring jewel robbery Mayfair has ever 
known. Two men, it is believed, were 
in the six-cylinder touring car which 
pulled up outside the shop. A man was 
seen to jump out, place an empty crate 
against the window, jump on it and 
smash with a hammer the glass above 
the protecting grille. Swiftly he reached 
down to a shelf, swept a diamond collet 
necklace of 38 brilliants, a rope of 89 
graduated pearls, and a rope of 169 
pearls off the shelf and jumped back to 
the car which was already moving. Be- 
fore spectators of the affair could collect 
their wits the car had roared round into 
Brook St., taking a short cut across a 
corner of the sidewalk, and disappeared 
in the traffic. The car was found aban- 
doned off Park Lane a few minutes later 
by Scotland Yard’s “flying squad.” The 
raid had been planned to take place just 
before the traffic policeman came on at 
10 o’clock. 








Turning Christmas Money Into Silver 





(Continued from page 45) 
cuse, N. Y. The slogan used in an 
ad “Meet Wilson—Wear Diamonds,” is 
one which has been used by other jewel- 
ers, but this does not detract from its 
selling value. The advertising jeweler 
lists in the center of the announcement 
selections made by his managers, whom 
he introduces to his readers. Specials 
are featured in the announcement from 
nine cents up. A seven-piece beverage 
set is advertised at 59 cents. A 23-piece 
breakfast set is featured at $3.95. Even 
the manager of the radio department 
is introduced, in the section featuring 
radios at $125.50. 
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Jewelry Exports 


Exports of Domestic Jewelry in September 


Totalled $149,145 


WASHINGTON, D. C., Dec. 16.—Figures 
showing the domestic exports of jewelry 
from this country in September have 
just been issued by the Bureau of For- 
eign and Domestic Commerce. The to- 
tal value of the shipments for that month 
amounted to $149,145. 

Our best customer was Canada with 
a total of $72,492, with Brazil ranking 
second, having received jewelry to the 
amount of $12,101. 

The exports by countries are as fol- 
lows: 





Countries Amount 
Denmark $76 
France . 1.000 
Germany .. Rasen 6,577 
Italy 638 
Norway 49 
Spain 671 
Sweden ..... 10 
Switzerland bigeae-oce oe 1,028 
United Kingdom.. Santis re 6,260 
Jugoslavia and Albania...... : 600 
ee rere 5 aliens ota Jats 72,492 
British Honduras. 103 
Costa Rica .. ‘ , S11 
Guatemala 613 
Honduras 164 
DEED: . xan vs 3a» ohh 3s we OO 4171 
Panama Pe Ree en ee 162 
SS rere rn oe er 318 
BIBEIOO 4 2<.s , 5 eae ar 3,820 
Newfoundland and Labrador. 119 
Sarbados ... rere 63 
Jamaica sf oe ts 168 
Trinidad and Tobago...... 214 
Other British West Indies 2 
i ee ss : 2,557 
Dominion Republic ; ; 310 
Netherland West Indies 973 
Haiti, Republic of 104 
Argentina 2,078 
Brazil ‘ 12,101 
Colombia . 3,742 
Ecuador 104 
Paraguay ‘ 322 
Peru ... : ; , 1,146 
Uruguay ; 532 
Venezuela . F 1,871 
British India 1.133 
British Malaya 624 
Ceylon . Q5R 
®t) ee tng , . 1,581 
Other Netherland East Indies 234 
Hong Kong Sits 85 
ct : 169 
Philippine Islands 6,647 
ra 175 
Australia : S093 
New Zealand ; ; 328 
Union of South Africa ‘ 3,182 
J: eae an 55 
Other French Africa 62 
Total $149,145 

Shipments from U. S. to 

po coil re $2,047 
Hawaii .. ns : 13,785 
Porto Rico ... 5 838 








Milwaukee Jewelers Obtain Tempo- 
rary Injunctions Restraining City 
from Interferring with Auction Sale 


MILWAUKEE, WIS., Dec. 12.—Joseph 
Saltzstein, jeweler, 518 Wisconsin Ave. 
here, who obtained a temporary injunc- 
tion which permitted him to hold a 
jewelry auction after 6 o’clock despite 
the city ordinance which forbids it, has 
now secured another temporary injunc- 
tion from the State Supreme Court, fol- 
lowing an order by Circuit Court Judge 
Edward T. Fairchild vacating the city’s 
temporary injunction. 

The city attorney must appear before 
the high court at Madison within the 
next week to show cause why the re- 
straining order granted by the State 
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Court should not be made 


Supreme 
permanent. 

A similar 
recently been secured by Max Solomon, 
a jeweler at 430 Wisconsin Ave. 


restraining injunction has 


of Taunton, Mass. 


TAUNTON, MAss., Dec. 12.—Friends 


in the silverware trade of Col. C. Sin- 
clair Weeks, president of Reed & Bar- 





SINCLAIR WEEKS, MAYOR- 


COL. - Cc 

ELECT OF TAUNTON, MASS 
ton, silversmiths, of this city, are heartily 
congratulating him on his election to the 
office of Mayor of Newton after a strenu- 
ous campaign. 

Colonel Weeks, who has been presi- 
dent of the Board of Aldermen of his 
town, gained an overwhelming victory 
in a four-cornered contest, polling almost 
twice as many votes as the total of his 
three opponents. In taking the office of 
mayor Colonel Weeks follows in the foot- 
steps of his illustrious father, the late 
Secretary of War, John W. Weeks. 


Keen Interest Shown in Applied 
Jewelry Designing at Vechanics 


Institute, New York 
Considerable enthusiasm has_ been 
manifested this season in the class in 


applied jewelry designing held at the 
Mechanics Institute, 20 W. 44th St., 
New York city. The class, which meets 
on Friday evenings only, is conducted by 
Christian G. Jakobb. a noted designer 
who is associated with the concern of 
Jacob Mehrlust, New York. 

A capacity number of 40 has enrolled 
for the course, and many applicants have 


been denied admittance to the sessions 
because of lack of additional facilities. 
Louis Rouillion, director of the school 


administration, and Edward L. Hoffman, 
secretary of the General Society of Me- 
chanics and Tradesmen of the City of 
New York, have done much to encourage? 
the jewelry class and find the results 
under Mr. Jakobb very gratifying. 

An entirely new method of instrvction 





53 





has been in use this year, Mr. Jakobb 
using a chart system whereby his orig- 
inal motifs are displayed in the class- 
room and’ from these the pupils incor- 
porate their own designs. The spirit of 
the class is high, and many fine pieces 
have been produced under Mr. Jakobb’s 
tutelage. Another encouraging factor is 
the offering of silver medals presented 
by the Jewelry Crafts Association 
through Albert M. Kohn, Walter Me- 
Teigue and Emil W. Kohn to the three 
members of the graduating class whose 
work shows the greatest advancement 
during the year. These are presented 
in April at the close of the school term. 


Metal Finding Manufacturers’ Asso- 
ciation Predicts Improvement 
In Business During 1930 


PROVIDENCE, R. I., Dec. 14.—The 
monthly meeting of the Metal Finding 
Manufacturers’ Association was held last 
week at the rooms of the New England 
Manufacturing Jewelers’ and _ Silver- 
smiths’ Association in the Providence- 
Biltmore Hotel with a large attendance. 
It was voted to hold the next meeting 
on Jan. 8, 1930, instead of Jan. 1. There 
was a lengthy discussion relative to 
several proposed changes in the present 
by-laws but these were referred for 
further consideration to a subsequent 
meeting. 

The principal topic discussed was in 
connection with present business con- 
ditions and the outlook for the coming 


year. It was the concensus of opinion 
that fundamentally business is in a 
sound condition, notwithstanding the 


stock market or other possible disturb- 
ing elements that might work temporary 
depression. The unanimous opinion 
expressed was that there would be 
further improvement in business condi- 
tions generally during the coming 12 
months that would equal if not exceed 
those of the past year. 
Publicity Restores “Missing” Watches 
to San Francisco Agent 

SAN FRANCcIsco, CAL., Dec. 13.—Frank 
L. Enos, manufacturers’ representative, 
704 Market St., has found that publicity 
is a decided aid in getting back “‘miss- 
ing’? merchandise. Among other lines, 
Mr. Enos is agent for a watch concern 
and on Dec 6, he called at the R. W. 
Atkinson jewelry store, 1215 Polk St., 
and took three sample cases of watches 
with him. After completing his business, 
he carried one sample case out and 
placed it on the running-board of his 
coupe while he re-entered the store for 
the other two cases. When he returned 
with them, the first case had vanished. 

Mr. Enos reported the case to the 
police and on the following day the 
morning papers had notices of the fact 
that 150 watches, valued at $8,000, had 
been stolen from the agent’s car. As a 
result of the publicity, a woman ap- 
neared at his office with the case. She 
stated that she had found it lying in the 
street. The watches were intact and no 
action has been taken. Mr. Enos ‘did 
not disclose the woman’s name. 
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“Torture” Bandit Guilty 


One of Pair Accused of Robbing Baltimore 
Jeweler Convicted of Assault 
and Robbery 


BALTIMORE, Mp., Dec. 17.—Following 
his identification by four witnesses, Hun- 
ter Lewis, 28, one of the two bandits 
who held up and tortured Raymond 
Hughes, Baltimore diamond broker and 
his wife several months ago and then 
robbed the merchant of diamond jewelry 
valued at $16,000, was found guilty of 
assault and robbery in the Criminal 
Court here last Saturday. Lewis was 
found guilty by a jury after the case 


had been tried before Chief Judge 
Samuel K. Dennis. When the jury 
brought in its verdict. Judge Dennis 


‘from the bench, thanked the jury and 
told them that their verdict would have 
been his verdict had the case been tried 
before him without a jury. 

The case, considered one of the most 
important to the jewelry trade here for 
several years, was prosecuted by State’s 
Attorney Herbert R. O’Conor, Deputy 
State’s Attorney Bernard J. Wells and 
Assistant State’s Attorney Charles J. 
Dipaula. Lewis attempted to clear him- 
self by offering alibi witnesses. He was 
defended by Attorney Michael F. Freed- 
man. 

Lewis was arrested in California three 
weeks ago by Detective Lieutenants J. 
H. Itzel and William Milholland, of the 
Baltimore detective bureau. At the time 
of his arrest Lewis was in company with 
a man wanted in Baltimore for murder. 
Mr. and Mrs. Hughes, Miss Myrtle 
Weikel, an employe of Mr. Hughes and 
a young man positively identified Lewis, 
and so testified at his trial. 

As previously told in THE JEWELERS’ 


CrrcuLAR, Mr. Hughes and his wife 
were attacked and tortured in their 
home, on the night of Aug. 15. The 


jeweler and his wife were forced to re- 
veal the combination of the safe in the 
Hughes’ office in the Fidelity building. 
One of the bandits obtained the jeweler’s 
keys, went to the office, looted the safe 
of jewelry and then telephoned to Lewis 
who was waiting at the Hughes’ home, 
standing armed guard over Mr. and Mrs. 
Hughes who had been bound to their bed. 

Judge Dennis announced that he would 
not impose sentence pending the prob- 
ability of Lewis’ counsel asking for a 
new trial. The second man wanted in 
the Hughes’ attack is now being sought 
by detectives. 








Bold Robbery Committed at 
Rochester, N. Y., Jewelry Store 


RocHESTER, N. Y., Dec. 9.—Thieves 
who “jimmied” a rear basement door 
and snipped telephone wires after gain- 
ing an entrance, last week sawed 
through a wall into the retail jewelry 
store conducted by Walter G. Lauter- 
bach at 681 Clinton Ave. N. and escaped 
with loot totaling $1,448. The maraud- 
ers are believed to have done their job 
long before it was discovered. 

When Mr. Lauterbach opened his store 


THE JEWELERS’ CIRCULAR 


for business the next morning he found 
a gaping hole in the wall large enough 
to admit a man and his stock in con- 
fusion. A checkup showed 63 rings, 20 
wrist watches, 48 gold filled watch chains 
and 60 pen and pencil sets were missing. 
The thieves used a jig saw to cut 
through the partition, probably taking 
several hours at the job. They “jimmied” 
the door under cover of a heavy fog 
which blanketed the city that night. 








Arrested in Baltimore After 

Attempting to Pass Alleged 
Worthless Checks 

BALTIMORE, Mp., Dec. 17.—Alertness 
on the part of a Charles St. jeweler 
resulted in the arrest of a man who, 
last Saturday, attempted to obtain dia- 
mond rings from two Baltimore jew- 
elers, offering alleged worthless checks 
for $800 and $600 respectively. The 
suspect identified himself, according to 
Detective Captain Charles H. Burns, as 
W. J. McMahon, of Cincinnati. He 
carried check books on banks in Cleve- 
land, Detroit, Milwaukee, Cincinnati and 
Baltimore. 

Laying the foundation for his attempt 
to obtain a diamond ring valued at $800, 
the man, it is said, made several visits 
to the jewelry store of the John W. 
Mealy Sons Co., 300 block N. Charles 
St. S. Judson Mealy was about to close 
the deal when the visitor offered a check 
for $800. Mr. Mealy hesitated and as- 
serted that he would not deliver the ring 
until the check was verified. 

The man left the store and im- 
mediately went to the store of Carl J. 
Doederlein, first block W. Saratoga St., 
where he attempted to obtain a ring 
valued at $600. Detective William Mil- 
holland and two aides assigned to the 
jewelry district arrested McMahon as he 
attempted to leave the Saratoga St. jew- 
elry store. A pawn ticket showing that 
the prisoner had pawned a diamond ring 
valued at $1,200 was found in his 
pockets. An investigation is now being 
made by Baltimore detectives. 


Man 








Alleged Jewelry Store Bandits Ar- 
rested in Chicago After Thrilling 
Chase 

CHICAGO, Dec. 13. Jewelry store 
bandits and the police staged a thrilling 
scene last Sunday afternoon on State 
and Van Buren Sts., when thieves tried 
to break away. At least 15 shots were 
fired by Sergts. Horner and Carr who 
made the capture. 

After they were taken to the detec- 
tive bureau the prisoners gave their 
names as Dennis Canning, Walter Hebel 
and George Ziegler. These men are 
being held on charges of breaking win- 
dows in the stores of Fred W. Pederson, 
366 W. 71st St., and Frank Nerad, 4009 
W. 26th St. All of the merchandise 
taken from the windows of these jewelry 
stores was recovered. 

Sergts. Horner and Carr are from the 
Pawnshop Detail and were out looking 
for three men who were breaking 
jewelry store windows. When Canning, 


ol 


5 


Hebel and Ziegler came along they 
answered the description of the men 
wanted. The officers searched them and 
allege they found pawn tickets and 
jewelry. This discovery led to the at- 
tempted get-away and shooting. 








Youths Accused of Attempt to Hold 
Up Lebanon, Pa., Jeweler, Acquitted 
on Testimony of Character Witnesses 

LEBANON, Pa., Dec. 16.—Good char- 
acter testimony by a score of business 
and professional men of Jersey City and 
insistence of the two youthful prisoners 
that their holdup of Samuel Berkov, 
Lebanon jeweler on the night of Sept. 
27, was a “joke,” resulted in acquittal 
by a jury here of Albert Russell, 18, and 
Arthur Schmoyer. Schmoyer is the son 
of a Weehawken minister and Russell 
formerly was a manager of runners for 
a New York brokerage house. 

The youths were accused of having 
forced Berkov’s car off the William 
Penn Highway and threatened him with 
a revolver. At the time there was an 
epidemic of road holdups in that sec- 
tion and the jeweler had no reason to 
believe the boys were not real bandits. 

He testified that when the defendants 
failed in their attempt to force him to 
one side of the road by cutting in ahead 
of him with their motorcycle, they fired 
several shots at him as he passed them 
and sped away. He hurried here and 
reported the attempt to the State police. 

In their defense the youths claimed 
Berkov’s car had forced their machine 
off the road and they were getting even 
with him when they fired. They said 
they were on their way to Dallas, Tex., 
to study aviation. 








Jewelry Store Window Smashers Sent 
to Prison by Milwaukee Judge 


MILWAUKEE, WIs., Dec. 13.—Three 
Mexicans, convicted of having heaved 
padded bricks through three jewelry 


store windows and stealing gems valued 
at $2,000 have been sentenced by Judge 
George A. Shaughnessy in Municipal 
Court at Milwaukee. 

On three counts of burglary, Lee 
Portez and Adtian Garcia were sen- 
tenced to from four to six years in Wau- 
pun prison. John Rulz of Albert Lea, 
Minnesota, who was with the two men 
when they were arrested and who was 
carrying a pistol, was convicted of aiding 
Portez and Garcia in one burglary and 
was sentenced to from one to two years 
in the penitentiary. 








Young Bandits Rob Warren, R. L., 
Jewelry Store and Escape 
Pursuers 


PROVIDENCE, R. I., Dec. 14.—With the 
reckless daring born of inexperience, 
two young bandits early Wednesday eve- 
ning scooped $600 worth of jewelry from 
the front display window cases of Jacon 
P. Krevolin’s retail jewelry store on 
Main St., in the town of Warren, after 
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holding up the proprietor and a_ boy 
employe, and fled from the store without 
touching a far more costly assortment 
of gems and jewelry that lay in the open 
safe. 

While dozens of startled persons 
looked on, the two men dashed around 
the corner of Warren’s busiest street 
and leaped into a taxicab they had stolen 
half an hour before, after robbing the 
driver and leaving him bound and 
gagged in a shed three miles south of 
Warren. 

Six Warren men in automobiles tore 
after the fleeing robbers as the speeding 
cab shot north out of the town, but the 
bandits escaped. 








Window Smashers and Burglars Rob 
Bethlehem, Pa., Jewelry Store 


BETHLEHEM, PaA., Dec. 16.—Burglars 
and window snashers visited local 
jewelry stores here during the week and 
obtained $2,500 in loot from two places. 

At the store of Joseph D. Schiff, they 
forced an entrance and rifled showcases 
to the extent of $2,000 while at the Earl 
H. Gier store, the same gang or others 
smashed a show window and reaching 
in took articles valued at $500. No 
clue was left at either place. 








Bandits Hold Up and Rob Chicago 
Jewelry Store After Overpower- 
ing Proprietor and Two Others 
CHICAGO, Dec. 17.—Two gun men en- 

tered the store of Thomas B. Panagon, 

406 S. Western Ave., one day last week 

and after tying Mr. Panagon, his clerk 


and a jewelry salesman and putting 
them in a rear room escaped with 
jewelry and cash amounting to about 


$2,000. 

Frank Heirleber, the clerk, was alone 
in the store when the bandits entered. 
They took him to a rear room and were 
tying him up when Mr. Panagon and a 
salesman entered. Both these men were 
treated the same way. While one bandit 
guarded the men the second one took all 
the jewelry and cash available. They 
fled in an automobile with a third man 
at the wheel. 








Youthful Bandits Fail in Attempt to 
Rob Cincinnati Jewelry Store 
Window 


CINCINNATI, Dec. 16.—One of the large 
display windows of the Herschede jew- 
elry store at 124 E. Fourth St. was 
smashed by two young men early Mon- 
day morning but only resulted in a great 
deal of noise and splintered glass. The 
vandals became frightened by the crash- 
ing noise and, as the smash only cracked 
the outer glass but failed to touch the 
inner glass, they hurriedly leaped into 
a waiting automobile and escaped be- 
fore the crew of a cruising police squad 
reached the scene. The police gave 
chase, after picking up the trail, but 
the would-be burglars got away. 

The display windows are quite full at 
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and 


of the year the rings, 
watches and_ silverware apparently 
looked quite tempting to the vandals. 
When the first huge pane was broken 
and the intruders saw that another still 
barred their way, they apparently lost 
all interest in their project and fled. 


this time 








Fined 


Using Deceptive and Fraudulent 


Richmond, Va., Jeweler for 


Advertising 


RICHMOND, VA., Dec. 10.—Charged 
with using fraudulent and deceptive ad- 
vertising, D. Buchanan, trading as D. 
Buchanan & Son, jewelers, 225 E. Broad 
St., was fined $25 in Police Court, Dec. 6. 
C. Victor Werne, counsel for the Vir- 
ginia Better Trade Association, appear- 
ed as complainant in the case. He 
charged that women’s compacts which 
had been advertised to be of sterling 
silver and worth from $7.50 to $10 had 
a reasonable retail value of $3. They 
were being sold for $5. Witnesses tes- 
tified as to the value of the compacts. 








Look Out for Them 


Three Youths Posing as College Boys Pass 
Bogus Checks on Long Island Jewelers 
Jewelers, particularly on Long Island, 

are being warned against the operations 

of three young men who, by using the 
name of a prominent resident of East 

Orange, N. J., have passed bogus checks 

amounting to about $10,000. All the 

checks, it is understood, have been issued 
on the Merchants and Newark Trust Co. 

of Newark, N. J. 

The three youths pose as college boys 
home for the holidays and pretend they 
are visiting friends in the towns where 
they have passed their checks. They are 
of good appearance and by their plau- 
sible talk have induced many merchants 
to take checks for merchandise. This 
of course is an old scheme and jewelers 
should be careful to accept only cash 
from strangers. 








Gifts That LAST 


A United Press dispatch from Detroit 
Tuesday, published in many newspapers. 
testified to the long life and fine wearing 
qualities of a good collar button. Says 
the dispatch: 

“When Chauncey Rundie Watson was 
17 years old he was given a shiny gold 
collar button for his birthday. He re- 
cently observed his 49th birthday still 
wearing the same shiny gold collar 
button. 

“He has worn the button continuously 
for 32 years and not even once has it 
been mislaid, he solemnly declares.” 

Proving that a gold collar button is a 
necessity a luxury and a gift that lasts. 








The J. C. Mitchell shop at Red Cloud, 
Neb., has been purchased by the Elder 
Co. of Hebron. The other stores owned 
and operated by the Elder concern are 
located at Hebron, Geneva and Deshler. 
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Indictments Charge Obtaining of 
Property by Confidence Methods 


CHICAGO, Dec. 16.—Six indictments 
were returned by the grand jury last 
Friday charging Louis, Samuel and 
Arthur Bernstein with obtaining and 
conspiring to obtain property by con- 
fidence methods. The three brothers 
were taken into custody and released on 
bonds accepted by Judge William Lind- 
sey at 1 o’clock that night which bonds 
it is alleged by the State Attorney’s 
office, were accepted without the formal- 
ity of investigating securities. 

The Bernstein brothers operate 
Bernstein Loan Bank, 10 N. Clark St., 
and the indictments resulted from the 
arrest of Milton Feldstein on Nov. 29 
charged with conspiracy to defraud. 
Feldstein, who was released on bond at 
the time of his arrest, has been indicted 
on other charges, but has not yet been 
apprehended. 


Washington, D. C. 


The Treasury Department has an- 
nounced the allowance of drawback on 
wrist watches manufactured by the 
Bearns Watch Co., New York City with 
the use of imported watch movements. 
The usual manufacturer’s record is to 
be kept. 

Mrs. Mamie Neal Odell, an attractive 
young widow of Richmond, Va., and 
Morris Lutto, well known in retail jewelry 
circles in that city, were married re- 
cently in Washington. Mr. Lutto is sec- 
retary-treasurer and general manager of 
Lutto’s, Inc., credit jewelers, 104-106 E. 
Broad St. He is also secretary of the 
24 Karat Club in Richmond. 

Galt & Bro. and Von Steinner & 
3aumgartner entertained their employes 
at a joint dinner last week at Harvey’s 
restaurant. It was a friendly gathering 
with 100 per cent attendance from both 
stores. Mr. Von Steinner was toast- 
master and the dinner was followed by 
a bowling match which the employes of 
Galt & Bro. won by a narrow margin. 

Arthur J. Sundlun, president of the 
Maryland, Delaware and District of 
Columbia Jewelers’ Association talked 
over business conditions with William G. 


the 








Frasier, president, and Charles T. 
Evans, secretary of the American Na- 


tional Retail Jewelers’ Association, when 
they were here last week. Mr. Frasier 
and Mr. Evans, in town for several days, 
visited several local jewelers. 


William Shaw, of Shaw & Brown, 
feels optimistic as to the immediate 
future of the jewelry trade. Although 


he deals largely in gems and expensive 
pieces of original design and the theory 
is that large sales of gems would suffer 
first, Mr. Shaw declares theories do not 
always “hold water.” He states that the 
store has shown an increase for every 
month of this fiscal year to date. 








A certificate of incorporation has been 
granted to the Dual Shoppe, Albany, 


N. Y. The authorized capitalization is 
$10,000. 
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--++to be EXACT 


Copyright 1929 


The New !York Times 
carried a two page ad- 
vertisement demanding 
that agriculture receive 
the same tariff — 
tion as industry. + 
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Advertising | brings Seiden, 
The farmers will get equal 
protection and a great un- 
developed market will open 
up in our middle West. 


We urge Jewelers to do 
more advertising for we 
understand the stupen- 
dous possibilities of good 
publicity. 


eset oe ele 


10 West 47"Street 
New York. 
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Death of Bernard Siegel 


Boston, Dec. 14.—Bernard Siegel, 
founder of the Washington Jewelry Co., 
and a pioneer in the credit business, died 
Dec. 8 at his home in Dorchester. Mr. 
Siegel was assisted in his first venture 
on Bromfield St. by his four sons, 
George, Eli, Hyman and Paul. 

Mr. Siegel retired about 20 years ago, 
leaving the business to his sons, who 
have been established on Washington St. 
for several years. 

* * * 


William N. Sutton 


SPRINGFIELD, ILL., Dec. 14.—William 
N. Sutton, 61 years old and for years 
a prominent diamond and jewelry mer- 
chant at 214 S. Walnut St., died last 
Monday after a brief illness. He had 
lived here since childhood and was 
widely known in the jewelry circles of 
the central part of the State. His office 
for many years was in the Reisch build- 
ing. 

Deceased is survived by his widow, 
his mother, a brother and a sister. 
Funeral services were held Thursday 
and burial was in Oak Ridge Cemetery. 


* * * 


A. D. Miller 


NAPERVILLE, ILL., Dec. 16.—A. D. 
Miller, for nearly 15 years a jeweler 
here until he was compelled to retire a 
few weeks ago because of ill health, died 
last Thursday, in his home, 214 N. Jef- 
ferson Ave. Three weeks ago he suffered 
a stroke of paralysis. 

He had been prominent in politics in 
the State and district. Mr. Miller for- 
merly lived in Braidwood where he was 
mayor and had served on the city coun- 
cil. His widow and a daughter survive. 

Funeral services were held yesterday 
and burial was in Oakwood Cemetery at 
Wilmington. 

* * * 


Victor G. Wicke 

Victor G. Wicke, president of the Im- 
perial Glass Co., Bellaire, Ohio, and one 
of the best known glass manufacturers 
in the country, died at his home in Bel- 
laire on Dec. 10 from a. cerebral hemor- 
rage. Death came after a long illness 
which had its inception four years ago 
and became serious last October. 

Mr. Wicke was born in Germany on 
Sept. 9, 1865, and was educated in the 
land of his nativity, coming to America 
in 1892. One of his earliest positions 
was with the old lighting glassware 
importing concern of H. G. McFaddin & 
Co., New York city. He operated a 
retail store in Brooklyn for a period of 
years and then returned to the whole- 
sale business as a manufacturers’ agent. 
Early in the century he left New York 
and went to Bellaire where he joined 
Captain A. T. Muhlemann as commercial 
manager of the new Imperial Glass Co. 
plant. On Captain Muhlemann’s_ re- 
tirement several years later Mr. Wicke 
was made head of the concern. 

In addition to being president and 
general manager of the Imperial Glass 
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Co., Mr. Wicke was vice-president of the 
National Association of Glass Manu- 
facturers. 

Funeral services were held last Satur- 
day at the Wicke home, with Rev. Wil- 
liam J. Hausemann of the St. Jchn’s 
Evangelical Church of Wheeling con- 
ducting, and the remains were placed in 
the mausoleum at Rose Hill Cemetery. 
Deceased is survived by his widow, and 
two brothers, Bernard of New York and 
Walter of Madrid, Spain. 


> ~ « 
Charles Wodiska 


Charles Wodiska, who since the death 
of his brother, Julius Wodiska, in 1925, 
had conducted a jewelry repair business 
at 10 John St., New York, died jast 
Monday after an illness of one month. 
Funeral services were held yesterday 
(Wednesday) at the Riverside Memorial 
Chapel in New York. 

Mr. Wodiska was about 52 years old 
and had spent most of his life in the 
jewelry business. For 30 years he was 
in charge of the repair department of 
his brother’s business and was well 
known among jewelers in New York. 
For some time Mr. Wodiska had been a 
Special Deputy Sheriff of New York. 

Deceased is survived by his widow 
and one daughter. 








Leipzig Plans Its Greatest Fair 


America’s growing activity in world 
markets is shown by the number of 
buyers and exhibitors who will attend 
the Leipzig Spring Fair. The newest 
American products designed for Euro- 
pean consumption, will be displayed in 
more than 100 significant exhibits. At- 
tracted from all parts of the United 
States, a representative body of over 
2000 buyers will visit Leipzig. The 
historic Fair, the parent of all world 
markets, will be held March 2-12. 

The Leipzig Fair is approaching its 
1400th session, having been held without 
interruption twice a year for nearly 
seven centuries. It has thus proved it- 
self to be the great international market 
place of Europe and the world, despite 
all the changes of history, since the 
middle ages. From a simple trading 
center, the Fair has grown with the 
times, and today plays an indispensable 
part in extending world trade. Visitors 
to Leipzig during the crowded days of 
the Fairs mingle with representative 
business men from over 72 countries and 
find exhibits from a score of the leading 
industrial countries of the world. 








Added Facilities for Studying Gems 
at Columbia University 


Members of the gem and jewelry trade 
in New York will learn with interest 
of the new improvements in the quarters 
for the Mineralogical Department of Co- 
lumbia University which will bring with 
it, additional facilities for the course in 
gemology which the university includes 
in its extension course annually begin- 
ning in February. This course which is 
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in charge of Prof. Paul F. Kerr, assist- 


ant professor in the Department of 
Geology and Mineralogy, has proved a 
most important aid to jewelers, gemists 
and students of gems and gem minerals 
in the past and under the new con- 
ditions, should be much more valuable 
in the future. 

Last April construction was started 
on the addition to the National Science 
building of the university and has gone 
forward at such a rapid rate that on 
the first of January, the various depart- 
ments in national science will occupy 
the new quarters in its 11 story struc- 
ture. Among these is mineralogy. In 
addition to the construction of the new 
building which is directly connected with 
Schermerhorn Hall, and is known as 
Schermerhorn Extension, a considerable 
portion of the main Schermerhorn Hall 
where the Mineralogical Department has 
been housed, has been completely mod- 
ernized. In speaking of the matter and 
its relation to the benefit that it would 
give to the gem courses; Dr. Kerr said: 

“The University has attempted to 
provide the best and most modern quar- 
ters for instruction. In addition exten- 
sive allowances have been made for 
equipment. The work in gems and pre- 
cious stones will profit greatly through 
such a liberal policy. 

“Direct evidence of this improvement 
is shown in the addition of apparatus 
for the class demonstration on the screen 
of many of the most interesting proper- 
ties of gems. A number of new types 
of apparatus have been developed for 
the rapid identification of both precious 
stones and pearls. 

“It will be possible this coming term 
to make direct demonstration on the 
screen of many of the most interesting 
features of cut stones. New materials 
have also been added for class study. 

“Those interested ir simple apparatus 
for the identification of precious stones 
will find the greatest improvement along 
this line. Newest and most improved 
forms of optical apparatus have been 
added. A new universal refractometer 
of simple design and suitable for a stone 
with any index value is now being con- 
structed by one of the leading American 
optical firms for this work. An im- 
proved and safe method of hardness test- 
ing has been devised. An improved 
pearl testing device suitable for any 
drilled pearl and small enough to be held 
in the palm of one hand is reaching its 
final stages of perfection. When per- 
fected it should place in the hands of 
any jeweler a simple and easily under- 
standable device for quickly checking 
the nature of a pearl. Another device 
of interest is one enabling the jeweler 
to test the brilliance of the cut of a gem- 
stone.” 








A jewelry salesman, who reported at 
Lafayette, Nov. 7, that he had been 
robbed of $22,000 worth of gems was 
arrested in Chicago Dec. 11 and charged 
with larceny by bailee. His employer 
accuses him of having several thousand 
dollars’ worth of the gems in his pos- 


session. 
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There’s Plenty of Prosperity Ahead! 


We are faced again with the annual custom 
of choosing our resolutions for the New Year. 
There is room for improvement here—let’s 
modernize our mental storehouse—put it 
upon a perpetual inventory basis—and 
eliminate at once some of the blind spots. 
We are close enough to 1930 so that we may 
almost include it in the present, and use it as 
a connecting link with a promising, prosper- 
ous future ahead. Let’s not carry over into 
1930 any hallucinations—instead let’s draw 
a simple graphic diagram of our hopes and 
aspirations to use as a continual mental pat- 
tern in the months to come. It will look 
something like this— 





7 ] ] 
AMERICAN PROSPERITY... 











The ideal would have eliminated any diver- 
gence from the straight upward trend 

but we cannot deny that certain lines are 
showing some temporary reaction. Purchas- 
ing Power, however, in a country endowed as 
we are, cannot be stayed for long. So— 
master your trepidation—exercise your cour- 
age and energy—1930 beckons to the fighters 
and calls for accomplishment 


To the Merchants: 


How about your stock? Are you keeping the 
necessary records that tell you which are the 
numbers—the styles—the patterns that are 
actually moving—so that you may order pru- 
dently and well? 

Watch other successful stores carefully. 
Adapt to your needs their carefully thought- 
out merchandising methods whenever pos- 
sible. They have learned from broad expe- 
rience, and often at great expense. But 
don’t be too dependent. You, too, are an in- 
telligent able merchant. 


Are you using THE JEWELERS’ CIRCULAR up 
to the limit of its ability to serve you? 


Through its pages the manufacturer finds his 
readiest contact with some eleven to twelve 
thousand of you merchants and buyers. It 
is the economical way to reach you, and his 
economies in selling through its pages he 
can share with you. But it devolves upon 
you to show the manufacturers that such a 
sales contact is sound and _ satisfactory. 
Here is an ideal opportunity to cooperate for 
mutual savings. 


To the Manufacturers: 


This constant presentation of your product 
through the THE JEWELERS’ CIRCULAR pages 
means larger and more frequent orders from 
many buyers but it requires that 
you focus more of your attention upon the 
dealers—the most important factor in the 
distribution of jewelry, silverware, watches 
and kindred lines. 


Consumer advertising makes your product 
known—but it can seldom lead the consumer 
to the right dealer’s store. Better by far that 
you should so strongly sell the dealer on the 
merits of your product that he in turn will 
pass your enthusiasm on to his customers— 
and so make them your customers as well. 
CONCENTRATE YOUR ENERGIES 
UPON THE MERCHANT—it pays. 


Put your product before him in the publica- 
tion that he reads and uses. Use ample 
space, rapid continuity of appearance—they 
will gain you conviction in the minds of the 
merchants. Selling by this method is effec- 
tive because it is timely and constant. 
Through the printed page your message 
clicks each week. Repetition makes for ac- 
ceptance. Cooperate with the dealers for 
lowered sales expense. Let’s all face the 
future resolutely remembering al- 
ways that prosperity is the result of group 
effort. We must all put our shoulders to the 
wheel—pick up the cudgel—or do our bit 
wherever we are located—to the outside limit 
of our abilities. 1930 will reward the valiant 
—the conscientious. THE JEWELERS’ CIRCU- 
LAR pledges you support—and trusts that 
you severally and collectively may find your 
just share of the good things ahead. 


Cnt Th. 


President 
Jewelers Publishing Corporation 
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Mrs. Emmy Roth, a 
silversmith, is display- 
ing her work at an ex- 
being held in 
She 


is a master of her art 


hibition 
Berlin, Germany. 


Wide 


Xmas on Fifth Avenue 


$100,000 Diamond Reported Sold 
As Yule Gift 


By Henry Beckett in the New York 
Evening Post ~° 
A single diamond that would slip 


down smoothly into the toe of the silk 
stocking of the wife of a Wall St. man has 
been sold for $100,000. Its destiny, ex- 
cept for being a Christmas gift, is un- 
disclosed. Whether the man buying this 
diamond is giving it to his wife the own- 
ers of the store will not say, and before 
mentioning either object or price they 
went into conference. This sale is a 
matter of confidence. 

The sale of this diamond and of many 
other expensive articles in various shops 
in the Fifth Ave. district indicates that 
Christmas is Christmas, regardless of 
any slump in the stock market, and also 
that the dealers themselves are counting 
on their usual customers. 

In fact, the peak is higher than last 
year. For Christmas of 1928 the most 
expensive gift available was priced at 
$685,000. This year one shop is offering 
a necklace of 59 pearls for $725,000. 
One pearl alone has been valued above 
$140,000. 

As usual, the prices of gifts 
females are far more deadly to 
pocketbook than the male. 


for 
the 








Feagans Joins M. Wein- 
stein, Los Angeles, Calif. 


Los ANGELES, CAL., Dec. 16.—Geo. E. 
Feagans, who was for many years a 
leading retail jeweler of this city and 
who temporarily retired after his busi- 
ness was wound up some time ago, has 
again come back to the industry. 


George E. 
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World Photo 


Mr. Feagan has announced to his 
friends that he has become a special 
representative of M. Weinstein, importer 
of diamonds and precious stones in the 
Roosevelt building, and has taken a suite 
with Mr. Weinstein where he will be 
glad to meet his old friends and patrons. 








New York Jeweler and Father Or- 
dered Back to This Country by 
After 


Facing Smuggling Charge 


French Government 


Rosa Friedman of 752 Pelham Park- 
way, Bronx, New York, who has been 
in the jewelry business at 48 W. 48th 
St., for the last five years, was fined 
$3,500, and her father, Samuel Fried- 
man, was fined $4,000 at Cherbourg, 


France, on Dec. 13, on charges of smug- 
gling jewelry. The jewels of the pair 
were confiscated and both were ordered 
sent back to America. 

Friedman and his daughter 
arrested on Nov. 27 as they stepped 
from the Leviathan. Authorities said 
they had found $29,000 in gems, rings, 
cigarette cases and other articles in 
their possession. 

At the office of Richard C. Murphy, 
counsel for the Jewelers Security AlI- 
liance, 535 Fifth Ave., New York, whose 
securing the 


were 


organization assisted in 


arrest of the Friedmans, extradition 
papers are being speedily prepared. 
Miss Friedman is wanted in New York 


to face indictments in which she is ac- 
cused of taking $29,000 worth of mer- 
chandise given to her on memorandum 
by two New York dealers. It is alleged 
that Miss Friedman absconded with more 
than $200,000 worth of jewelry and had 
obtained more than $50,000 with forged 
notes and worthless checks before leav- 
ing New York, more than 50 creditors 
having claims against her. 
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and reflects the mod- 
ernistic trend in her 
creations. The illus- 


tration shows a “Silver 
Corner” at the ex- 


hibition. 


Business Records 


A voluntary petition in bankruptcy 
has been filed by Albert H. Steinberg, 
Harvey, IIl. 

L. E. Sullivan of Sullivan Bros., San 
Pedro, Cal., recently filed a voluntary 
petition in bankruptcy. 

The Hough-Keaton Jewelry Co., Boga- 
lusa, La., is offering a settlement of 10 
cents on the dollar. 

Hans P. Jensen, Susanville, Cal., has 


assigned with release to A. L. May. 
Assets are estimated at $7,400 with 


liabilities of $9,000. It is reported that 
the business will be sold out. 








Announcement has been made by the 
Bureau of Customs, Treasury Depart- 
ment, that a Treasury decision issued in 
February, 1927, providing for the al- 
lowance of drawback on necklaces manu- 
factured by the La Perfection Pearl 
Necklace Company, Inc., of New York 
City, by clasping, clasping and restring- 
ing or clasping and dyeing’ imported 
loosely strung imitation pearl beads, 
which was further extended in October 
of this year to cover imported loosely 
strung glass or imitation pearl beads 
which are clasped, dyed, redyed, clasped 
and dyed, clasped and redyed, clasped, 
restrung and dyed or clasped, restrung 
and redyed by said firm, is now further 
extended to provide for the allowance of 
drawback on chokers manufactured by 
the above firm with the use of imported 
loosely strung imitation pearl or glass 
beads by restringing, clasping and re- 
dyeing, clasping and dyeing, or restring- 
ing, clasping and dyeing. The regula- 
tion is also further extended to provide 
for the use of imported metal clasps or 
spring rings. 
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Louis Schaefer Appointed Manager 
of Reed & Barton Chicago Office 


TAUNTON, MaAss., Dec. 16.—Louis 
Schaefer, who has been right hand man 
to Joseph H. Martin, sales director for 
Reed & Barton, for the last four years, 
and who has a host of friends among the 
hotel, club and institutional executives 
and representatives throughout New En- 
gland, has been promoted to take charge 
of the Chicago office of this concern. He 
will take up his new duties Jan. 1 when 
he will succeed Hugh Irvine, who has 
retired after having had charge of that 
territory for 20 years. 

Mr. Schaefer came to Reed & Barton 
four years ago from the International 
Silver Co. where he had acted in a sales 
promotion capacity. During the period 
he has been with the Taunton firm he 
has been an assistant to Mr. Martin and 
in full charge of sales promotion work. 

The Chicago Division of the Hotel and 
Contract Department extends from De- 
troit to Kansas City and from St. Louis 
to the Canadian border. Headquarters 
are located at 5 N. Wabash Ave. Mr. 
Schaefer will make his headquarters at 
the Palmer House. Mr. Schaefer was 
recently tendered a banquet which was 
attended by all of the men connected 


with the sales and office branches in 
Taunton. He was presented with a 


travelling bag by his associates and with 
a bill fold by his secretaries. 

Mr. Schaefer will be succeeded at the 
Taunton office by E. J. Cruff. 








Joseph W. Gibson Completes Fifty 
Years of Service with Brook- 
lyn, N. Y., Firm 


William Wise & Son, one of the oldest 
and best known retail jewelry concerns 
in Brooklyn, N. Y., honored Joseph W. 
Gibson last Friday night on the com- 
pletion of 50 years of service with the 
company. The celebration took the form 
of a dinner held at the Leverich Towers 
Hotel, where the honored guest was pre- 
sented with a purse. 

Among those at the 


dinner were: J. 


Ernest Stern, president, N. J. Stern, 
vice-president, Newton H. Rogers, secre- 
tary-treasurer, John Letzkus, E. Wat- 


kins, J. O’Brien, W. Forrest, J. J. Van 
Nortwick, F. J. Schaffner, G. Sherman, 
T. Rea, H. Lomas, H. D. O’Rourke, F. 
Rigel, P. D. Bogert, J. Signoretti, C. E. 
Lape, C. V. Curley, F. Russo, S. W. 
Swenson, D. Cohen and C. Lee. 

Mr. Gibson was born in Brooklyn, on 
Oct. 15, 1860. He was educated in the 
Brooklyn public schools and at the age 
of 19 entered the employ of William 
Wise & Son in their original store at 
239 Fulton St. At that time the Brook- 


lyn Bridge was not yet completed and 
New York could be reached only by 
ferry. Mr. Gibson remained a resident 


of Brooklyn until 1917, when he made 
his home in Rosyln, L. I. 

Three generations of Brooklynites 
have been served by Mr. Gibson. Wil- 
liam Wise & Son boast of six salesmen 
who have been employed by the company 
for over 20 years. 
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Clock and Watch Statistics 


Biennial Census Figures for 1927 Show Decrease Over 1925 
in Number of Manufacturers, but Production Gained in Value 


WASHINGTON, D. C., Dec. 16.—There 
were 120 establishments in the United 
States making clocks, watches and parts 
in 1927 compared with 128 in 1925 ac- 
cording to the completed Census of 
Manufactures for these industries for 
1927 just made public by the Bureau of 
the Census. 

In 1927 the plants employed 25,832 
THE 


SUMMARY FOR 


establishments with products under 
subsequent years 


[Data for 


Year 
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employes compared with 25,841 in 1925; 
the wages in 1927 aggregated $31,574,- 
587 compared with $30,736,750 in 1925. 
The value of the products in 1927 were 
$85,508,171 while in 1925 they were 
$81,789,729. Interesting detailed figures 
comparing the 1927 census with that of 
other years are contained in the follow- 
ing completed table by the Bureau. 
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OWADAYS personality is so very much more im- 
portant than mere prettiness. To be really well- 
dressed—if one is to be noticed in the right sort 
of way—one must be true to type. Personal charm must 
be emphasized in every possible way. Coiffure, make-up 
and perfumes are all means to beauty’s end, but even 
more important is the choice of the right clothes and 
jewels that harmonize with your particular type. With 
jewels this is largely a question of setting. Pearls and 
diamonds there are in a variety of design to suit both 
ingenue or aesthete. 


< 


* * 


¢ HE type of blonde that gentlemen are said to prefer, 
with blue eyes and fluffy golden hair, may wear 
of the ingenue sort with simple, tight-waisted 
and frou-frilly skirts. She will look her best, 
usually, in delicate shades, particularly in pastel blues. 
Many blondes make the sad mistake of painting their 
faces as if it was a house front and mistake the amused 
stares of men for admiration. Lipstick, nor rouge, was 


dresses 


bodices 


*Released by the National Jewelers Publicity Association. 
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ever made for blondes, but all the delicate, flower per- 


fumes are hers by divine right. Pearls and diamonds 
also were, seemingly, created particularly to enrich the 
delicate gold of the fair woman’s tresses, but she would 
mar her appearance beyond redemption by having her 
jewels set wrongly. Severe or geometrical designs are 
hardly ever appropriate to young, fair beauty. A dia- 
mond pendant surrounded by pearls and hung by a chain 
of smaller gems is an ornament that any bridegroom can 
safely give to a golden-haired bride. 
¢ HE aesthetic woman walks with proud dignity. Per- 
haps she is tall and her black hair is worn parted 
in the middle and brushed sleekly down on each side. Her 
oval face and mysterious eyes are best emphasized by ear- 
rings of an eastern kind. Seed pearls suit her type equal- 
ly as well as her fairer sister. Brilliant colors are her 
birthright. The aesthetic type is naturally pale so the 
rouge pot is not seen on her dressing table. For all that, 
she may be permitted a certain freedom in the use of an 
orange colored lipstick. 
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Certain of the ‘Other States,’’ however, reported larger 
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given by States as follows 
INDUSTRIES 
without 
values of products than some 


BY STATES: 1927 
disclosing data reported by individual 
of the States shown separately] 


D WATCH 


estab- 








Engaged in the Industry 
Pro- Wage 
Num- prie- Sal- Earn- plies, Fuel, and Power 
bei tors aried ers Cost of Materials, Sup- 
of Es- and Officers (Aver- —— ~ Value 
tab- Firm and age Material Fuel Added 
state lish- Mem- Em- forthe Horse- and and Value of by Manu- 
The Group as a Whole ments Total bers ployees Year) power’ Salaries Wages Supplies Power Products facture! 
United States. 120 28,714 44 2,838 25,832 23,198 $6,610,307 $31,574,587 $20,840,849 $719,460 2$85,508,171 $63,947,862 
UT ee ee 15 9,563 6 792 8,765 1,749,247 10,518,609 5,407,263 203,234 27,872,616 22,262,119 
De SN. Sb elect ae ea Gwe 9 925 : 178 747 $40,945 996,521 r 24,181 3,241,907 2,204,345 
ee CS ee 43 2,402 24 356 2,022 949,361 2,914,025 3 : 78,102 9,784,538 6,562,579 
a ae eae aie aa a 11 784 ] 96 687 243,671 992,261 1,205,338 31,160 3,058,433 1,821,935 
Other States?....... esos $2 15,040 13 1,416 13,611 3,227,083 16,153,171 10,071,010 382,783 41,550,677 31,096,884 
Clocks, Time-Recording De- 
vices, and Clock Movements 
United BStatet. ...scsccve 52 11,268 5 1,396 9,510 9,510 3,507,861 11,750,620 9,733,421 329,344 38,195,803 28,133,038 
eo a ee ers 9 5,385 1 493 4,891 3673 1,316,513 5,751,214 3,934,333 166,197 16,166,207 12,065,677 
PE OSACIGOCUS ig bss hc bee 6 80 1 186 393 237 462,692 520,110 $76,051 15,289 2,179,257 1,687,917 
ee OO a Ae eee } 78 ete 15 63 85 40,925 82,708 68,561 2,136 282,779 212,082 
PN EES, Suge aig wis cate ele aw 11 1,675 3 226 1,446 1,230 576,242 1,927,904 1,687,628 47,491 6,051,890 4,316,771 
Ohio rice ee ET ORT Cee 7 360 l 54 305 424 102,910 $07,236 476,450 14,417 1,618,211 1,127,344 
Cee MN ek ie eee es 15 3,190 l 422 2,767 3,861 1,008,079 3,061,448 3,090,398 83,814 11,897,459 8,723,247 
Watches and Watch Move- 
ments 
need. Btntes ©... sic ae 11 12,985 3 790 12,192 9,357 1,519,979 15,090,229 5,616,870 254,514 32,278,362 26,406,978 
Watchcases 
United States......6... 10 3,966 22 584 3,360 4,121 1,472,544 4,326,393 5,188,091 13,724,703 8,414,029 
ee og a eee 29 688 18 120 550 345 357,138 949,542 1,410,110 3,468,066 2,028,685 
SPE CRE sa va eew eens 11 278 H 164 2,810 3,776 1,115,406 3,976.851 3,777,981 10,256,637 6,385,344 
Watch and Clock Materials 
and Parts, Except Watch- 
cases 
United States.......... 17 496 12 68 415 2 110,423 407,345 302,467 13,019 1,309,303 993,817 
Massachusetts 6 164 6 24 134 87 37,448 157,859 63,121 5,203 366,883 298,559 
Pee GOO "5. Ge cent ees 11 331 6 44 281 123 72,975 249,486 239,346 7,816 952,420 695,258 
1 Value of products less cost of materials, supplies, fuel, and power, 
2See Table 3 ; 
8 California, 1 establishment; Connecticut, 13; Indiana, 2; Kentucky, 1; Maryland, 1; Massachuetts, 14; Michigan, 3; Minnesota, 1; Penn- 
sylvania, 4; Rhode Island, 2. 
‘California, 1 establishment; Illinois, 8; Indiana, 1; Maryland, 1: Michigan, 2; Pennsylvania, 2. ) 
5 Connecticut, 2 establishments; lllinos, 2; Indiana, 1; Massachusetts, 2; New Jersey, 1; Ohio, 2; Pennsylvania, 1. 
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South African Platinum 


Some Facts as to the Production of the Transvaal Fields as 
Shown at the Recent Report of the Bureau of Mines 


Although platinum is known to have 
existed in South Africa for several years 
and many companies have been formed 
in the past five years to develop plat- 
inum fields on this continent, there has 
been little effect so far as the market is 
concerned, as the production has been 
small. South African platinum is now 
beginning to come into the work market 
in fair quantities and, according to the 
figures given by V. C. Heikes, in the re- 
port on “Platinum and Allied Metals in 
1928,” recently prepared by the Bureau 
of Mines, the shipments of platinum last 
year totalled 17,828 oz. compared with 
10,431 oz. in 1927. The value of the 
sales in 1928 amounted to £241,110 com- 
pared with £144,191 in 1927. Osmirid- 
ium recovered in the treatment of the 
Rand “banket” gold ores in 1927 totalled 
5472 oz. and the sales of this South 
African osmiridium amounted in value 
to £58,137, while in 1928, the value of 
the osmiridium sold was given as £86,921. 

Speaking of the general platinum 
bearing fields of the Transvaal, particu- 
larly in the Lydenburg, Potgietersrust 
and Rustenburg districts, the government 
reports go on to say that development 
was continued during 1928 and that 
production was continued at Onverwacht, 
Potgietersrust and Maadagshoek, and 
continues: 

The metallurgists report’ that no dif- 
ficulties remain in making a high-grade 
concentrate containing the precious 
metals. Flotation of the Rustenburg 
ore has been improved to the extent that 
on sulphide ore a 90 per cent extraction 
and on oxidized per cent ex- 
traction is obtained. In the more dif- 
ficult matter of recovering refined metals 
from the concentrates it has become a 
question of choosing rather than of find- 
ing a process. The Chemical & Metal- 
lurgical Corporation put its plant at 
Runcorn, England, into operation; the 
output of this plant will equal that of 


ore a 65 


the pilot plant in the Potgietersrust 
district. This pilot plant has_ been 
operating since September, 1926, and 
1122 tons of concentrate has accumu- 
lated; it is estimated to contain 4516 


ounces of platinum, 4767 ounces of pal- 
ladium, 193 ounces of other platinum 
metals, 284 ounces of gold, 44 tons of 
nickel, and 23 tons of copper. The value 
Magazine (Johan- 


Mining and Industrial 


nesburg ) Dec. 12, 1928, pp. 309, 361, 362 
2 Journal of the Chemical, Metallurgical] 
and Mining Society of South Africa: June 
1928, pp. 281-283 
South ifrican Mining and Engineering 
; 2, Sept 5, 1928, pp 


Journal: Vol 39, pt 


‘Engineering and Mining Journal, Devel- 








opments in Platinum Metallurgy Vol. 127, 
Jan. 5, 1929. p. 10 

5 Mining Magazine (London), More Plati- 
num Discoveri Vol. 39. No. 6, December 
1928, pp. 372-373 

® Annual Report for 11 months ended Sept 


30, 1928 


year ended June 3¢ 


7Annual Report for 
1927 


been estimated at £110,000, on the 
basis of prices considerably below those 
at present. It is understood that the 
new plant for treating ores containing 
platinum, which is being constructed at 
Rustenburg for the Potgietersrust Plat- 
inum (Ltd.), will be in operation in 
September, 1929. 

“R. A. Cooper reports a new platinum 
mineral found in the norites of the 
Rustenburg district of the Transvaal 
The mineral has a brilliant metallic 
luster and under the microscope re 
sembles sperrylite. The new mineral is 
more easily crushed than sperrylite and 
when reduced to an impalpable powder 
is nearly insoluble in concentrated aqua 
regia. It is a sulpharsenide of plat- 
inum containing 64.2 per cent of plat- 
inum, 9.4 per cent of palladium, 17.7 
per cent of sulphur, and 7.7 per cent of 
arsenic. This combination conforms to 
the formula Pt (SAs)>. 

“Recent discoveries in the treatment 
of platinum ore in South Africa have 
put into use a successful that 
may make possible an increased yield of 
platinum metals. The editor of the 
South African Mining and Engineering 
Journal,’ however, believes the English 
participation in the platinum market is 
still a matter requiring an agreemen‘ 
with Russian producers. It is a fore- 
gone conclusion that Russian producers 
of platinum can probably continue for 
many years to produce the cheapest 
platinum from placers. 


has 


process 


“The process referred to above is 
described in a _ recent article,” from 
which the following paragraphs are 
quoted. 


“*Methods of extracting platinum 
from the norite and pyroxenite ores 
of the Transvaal continue to absorb 
the attention af British metallurg- 
ists. Various processes have 
experimented with, and success is 
claimed by the sponsors of at leas! 
four of these—namely, the methods 
evolved by the metallurgical staff 
of the Central Mining-Rand Mines 
group; the Chemical & Metallurgical 
Corporation of London’s_ process; 
the Eklund patents; and the Sum 


been 


merton process. The Central Min 
ing-Rand Mines’ process has been 


worked out at the Ferreira labora- 
tory, where a small pilot plant has 
been installed. 

““Time alone, and much further 
work not only in the laboratory, but 
in commercial plant operation, can 
prove the relative merit of the vari 
ous methods; but it now seems clear 
that at least one of the methods is 
likely to solve the platinum prob- 
lem in South Africa. After metal- 
lurgical method of treatment has 
been worked out and decided upon, 
both in respect to extraction and 
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unit cost, the greater problems of 
marketing and of control of produc- 
tion and of price will require solu- 
tion. For, if an effective method is 
found of extracting platinum from 
low-grade norite and pyroxenite 
ores (of which there is a tremendous 
tonnage in the Transvaal and in 
Rhodesia), a greater quantity of 
platinum and its associated metals 
than the world can readily absorb 
may become available, with result- 
ant market demoralization. There 
would then be the inevitable adjust- 
ments, though eventually, of course, 
the true price level would be found, 
and, despite the triumph of metal- 
lurgical research, the lower-grade 
ventures would cease to be _ profit- 
able.’ 


“The following paragraph is quoted 
from the Mining Magazine of London. 
““*Some excellent finds of plat- 
inum ore are said to have been made 
recently by prospectors in the 
Rustenburg district, Transvaal. 
The discoveries are not upon the 
presumed line of the Merensky reef, 
for the shafts and cuttings lie at a 
much lower horizon, generally be- 
tween the two chromite lines. 
Whatever the value of the actual 
results may be as showing a definite 
and fairly extended line of reef, they 
are of interest from a geological 
point of view, and suggest the ques- 
tion as to whether they may be 
genetically related to the pseudo- 
stratified platiniferous occurrence on 
the Merensky horizon.’ 


“On May 22, 1928, the Eerstegeluk 
Platinum Mines (Ltd.) and the Schild- 
padnest Association were absorbed by 
the Potgietersrust Platinums (Ltd.).° 
The latter company improved its cordu- 
roy concentration and flotation practice 
at its reduction works in the Potgieters- 
rust district during the year, thus mak- 
ing a higher grade concentrate without 
increasing the value of the residues 
The ore treated amounted to 26,980 
tons; it came from the Vaalkop-Zwart- 


fontein and Zwartfontein Central ore 
bodies. The 698.8 tons of concentrate 


recovered was estimated to contain 
2886 ounces of platinum, 2677 ounces of 
palladium, and 93 ounces of other plat- 
inum metals; it also contained 178 
ounces of gold, 23 tons of nickel, and 
13 tons of copper. 

“The Eerstegeluk Platinum Mines 
(Ltd.)° operating mines in the Lyden- 
burg and Rustenburg districts reports 
5815 feet of development work for 1927, 
1910 feet of which was sampled over an 
average width of 36 inches and was 
found to contain 5.3 pennyweights of 
platinum metals to the ton. To the end 
of June, 1927, the total ore developed 
amounted to 544,300 short tons which, 
after making allowance for surface and 
shaft pillars, would leave 369,300 tons 
of available ore. The original sampling 
of all pits over the whole length of the 
company’s holdings (17,500 feet) in- 
dicated that the ore reserves averaged 

(Continued on page 65) 

























December 19, 1929 


THE CIRCULAR 


JEWELERS’ 


Recent Publications 


The 
Fashion 
Hurlock, 
Columbia 
trations, 
Co., New 


Psychology of Dress: An analysis of 
and Its Motive, by Elizabeth B 
Ph.D., Instructor in Psychology, 

University. 244 pages, 15 illus- 
Price $3.50 The Ronald Press 
York 

NYTHING having to do with fashion 

is news today. Whether they’li 
wear ’em long or short is the paramount 
question—a problem which agitates not 
only the ladies of our households but a 
question of more than academic interest 
to mere men as an interested observer 
Now comes Dr. Hurlock’s new book to 
tell us how we get that way. 

Here is a study of the causes and 
characteristics of the fashion impulse 
as expressed in clothing and personal 
adornment. No one can read this book 
without gaining a new and fuller under- 
standing of the men and women wh> 
make up the world in which we live. 

The fashion impulse is a_ most 
astonishing and potent social force, be- 
cause of its universality and rapidity, 
its influence upon the behavior of the 
individual, its close relationship to the 
social and economic life of nations. 
Occasionally a philosopher, an economist, 
a sociologist, or in recent years, a psy- 
chologist, has gone beneath the surface 
and attempted to discover what motives 
lie at the basis of this form of human 
behavior, to find out what satisfaction 
people derive from their obedience to 
fashion, and why this satisfaction is 
great enough to compensate for physical 
and economic sacrifices. The interpreta- 
tions which this scattered group of writ- 
ers has given, however, are few and 
lacking in agreement. In this new book, 
accordingly, the author has brought to- 
gether and coordinated the varying 
theories and opinions which have been 
brought together, and interpreted them 


in the light of modern psychological 
teachings. 

There are 12 chapters. They deai 
with such topics as: The Origin of 


Clothes, the Rise and Fall of Fashion, 
the Role of Sex in Fashion, the Role of 
Age in Fashion, Fashion’s Martyrs and 
Reformers, Fashion as a Mirror of the 
Times. Though the book is a sound and 
scientific treatment of a subject which 
is much in the public mind, each chapter 
is interesting in itself as a portrayal of 
the manifestation of an important phase 
of human behavior. We see that criti- 
cism is, in truth, relative, that the styles 
which are today railed at as absurd and 
immodest, were far exceeded by fashions 
which ruled our ancestors. We see that 
fashion is not the creation of modern 
civilization but that it swayed our primi- 
tive ancestors as it does the dress and 
adornment of savages in wastes remote 
from civilization. 

This work supplements to some extent 
the interesting work of Prof. Paul H. 


Nystrum “The Economics of Fashion” 
(published by the same firm) which 
was reviewed in THE JEWELERS’ CIRCU- 
LAR some time ago. 


A New Volume on Horology 


E are just in receipt of a comprehen- 

sive new volume on “Horology,” by 
J. Eric Haswell, F.B.H.I., of London, 
England, and published by the Norman 
W. Henley Publishing Co. 

Part I describes time measurements 
and time recordings, giving a descrip- 
tion of the instruments and methods 
which are used by astronomers. 

-art II deals with the various escape- 
ments and considers in detail the func- 
tions of the gears and pinions used in 
all types of clocks. Considerable of the 
text matter is written from the engi- 
neer’s original standpoint and is replete 
with algebraic and trigonometrical for- 
mula. Some of this matter requires 
considerable study for a thorough under- 
standing. However, all of the problems 
given are absolutely correct and contain 
information of a very high order. 

Generation of epicycloid and _ hypo- 
cycloid is so thoroughly explained that 
the student can readily master it if he 
will devote sufficient time to the study 
of the text matter. As a matter of fact, 
the complete watch train may be de- 
signed if the fundamental principles of 
the formulae are thoroughly mastered. 
Where weights are used as motive power 
various methods are illustrated and ex- 
plained showing how the various types 
of weights are attached. Spring-driven 
clocks are also thoroughly elucidated. A 
thorough understanding of this subject 
will enable any workman to supply the 
proper spring for the given barrel to 
run the clock train for a correct period 
of time. It is common knowledge that 
many watches and clocks are brought 
in for repairs with either too strong or 
too weak a main spring. Good timing 
results are impossible under such con- 
ditions. 


TRIKING and chiming mechanisms 

of various kinds are perfectly illus- 
trated and explained in a very clear 
manner. Very few workmen are com- 
pletely familiar with the chiming mecha- 
nism. A _ study of this chapter will 
prove beneficial to any one. Large tur- 
ret clocks are represented with cuts and 
text matter. Calendars, alarms, and 
supplementary devices of various types 
as well as many styles of electrical 
clocks are explained in detail. 

Part III considers the various types 
of movements, goes into detail of watch 
trains, balances and balance springs, 
watch escapements, main springs, fusees 
and going barrels. Chronographs, stop 
watches and repeating mechanisms of 
various description are thoroughly ex 
plained. 

Part IV deals essentially with chro- 
nometers, giving the history of the chro- 
nometer and some of the vital points of 
the escapement and hair spring action. 

We can thoroughly recommend this 
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book to any student who wishes to bring 








his knowledge up to the very highest 
point in Horology. 
Safety An Important Factor With 


Every Jewelry Concern 


During the Christmas rush, the mil- 
lions of dollars’ worth of diamonds, 
watches and jewelry in the shops of jew- 
elry concerns—from manufacturers to 
retailers—offer a tempting lure to 
crooks. You must, therefore, take 
extra precautions and watch their 
safety constantly. 

Because of the need for safety, mem- 
bers of the jewelry industry have their 
own mutual association, the Jewelers’ 
Security Alliance, which by it effective 
methods is doing more to protect jewelry 
firms than has ever been done before. 
Thousands of concerns comprise _ its 
membership—manufacturers, importers, 
wholesalers and retailers in every State 
in the country. This association is not 
only keeping thousands of criminals in 
jail, but has operatives trailing every 
jewelry crook who is at liberty. 

Operating throughout the country 
constantly, the Alliance is at the instant 
call of all its members, to track down 
crooks if their premises or salesmen are 
attacked. Its familiar blue membership 
sign, however, is so effective a warning 
to crooks that over 94 per cent of Al- 
liance members throughout the country 
were free from any form of criminal 
attack during all of 1928. 

As a special aid to all jewelry firms, 
to help them protect their stocks during 
the holiday season, the Alliance has in- 
cluded in a folder, mailed Dec. 1, a 
number of important suggestions. 








South African Platinum 
(Continued from page 64) 





6.5 pennyweights of platinum metals 
over a width of 30 inches and sampling 
of 5755 feet of development at 5-foot 
intervals to a depth of 905 feet indicated 
5.3 pennyweights of platinum metals. 
“According to the report of Lyden- 
burg Platinum Areas (Ltd.)* the addi- 
tions made to the mill of the company 


in March, 1927, resulted in increasing 
its capacity; 36,924 tons of ore was 


treated during the year ended June 30, 
1928, compared with 16,868 tons the 
previous year. The cost of milling the 
ore in 1928 was 27s. 11d., compared with 
10s. 10d. in 1927. 

“The report states that 10,710 ounces 
of ‘metallics’ were recovered during the 
year ended June 30, 1928, and that 10,- 
322 ounces of ‘metallics,’ containing 6782 
fine ounces of platinum-group metals, 
were sold. In addition to the metallics 
the company has shipped to the Chemi- 
cal & Metallurgical Corporation at Run- 
corn, England, since beginning of pro- 
duction, 114 tons of gravity and flotation 


concentrates averaging 9.83 ounces of 
platinum to the ton.” 

‘Annual Report for year ended June 30, 
1928. 
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JEWELERS—6 DAYS TILL CHRISTMAS 
W ITH YOUR BUSY SEASON GOING STRONG 
JUST WHAT YOU NEED 
ORDERS FILLED PROMPTLY 
HAVE LARGE STOCKS ON HAND 
Nor EVERY ITEM THAT’S MADE, BUT 
| SILVERWARE IS OUR SPECIALTY 
ORDER NOW 
No NEED TO WAIT 









We Solicit Your Orders 


J. W. JOHNSON 


ILVERWARE 
INCE 1869 
14. Maiden Lane 1 W. 47th St. 
NEW YORK 











Mr. Retailer 


Your Insurance 





Problems are 


Easily Solved 





A Jewelers Block Policy will protect you against Fire, 
Burglary, Hold-up, Shoplifting and Window Breakage, 
covering your own stock and furnishings, as well as 
merchandise entrusted to you on memo, for repairs 
or for safekeeping. 


The policy also protects you against loss on merchan- 
dise in your customer’s hands for approval. 


Your own insurance broker or agent can obtain de- 
tailed information from us upon application. 








Activities Restricted to the Jewelry Industry— 





Bonded Representatives from Coast to Coast 


MAXIMUM SERVICE MIMIMUM COST 





JEWELERS ADJUSTMENT 
17 JOHN STREET 
) 5693 NEW YORK Bernard E. Welsberg 


6359 Manager 


BUREAU 




















WM. H. McGEE & CAD. INC. Jewelers 11 South William St., 
Underwriters js i New York City 
olicies Insurance Exchange Bldg., Chicago, Ml. 
COLLECTIONS ADJUSTMENTS 
FINANCING 





71 Nassau St., New York 
"Phone Cortland 4346 


Manufactures Fine Piatinem 
cwelry—BSpecial Order Work. 


‘Baguette- Like 
Patented U. 8. A. 
Only ring that will mount 
round stones sppear square q 


“Changeable 
Patented U. 8. A 


Ring” 








H. ARNOLD & STEINWACHS 
48 Rue du Rhone 
GENEVA, (SWITZERLAND) 


Manafacturers of exclusive table-clocks, fine enameled 
toilet-sets, bonbon boxes, luxury-goods, etc. 








AVIATION EMBLEMS 


CORTLANDT 
CLUB—SCHOOL AND FRATERNITY PINS 
ALLtsorts MEDALS Attsports 


, ) 43 
i O.E.S. AND PRESENTATION JEWELS 


SEAL CUTTING AND ENGRAVING FOR THE TRADE 


JOHNSON Co. 
352 W. 13th ST. “Wing Building” NEW YORK CITY, N. Y. 
Write for Aviation Catalog 











B. ROEDE & SONS 


PLATINUMSMITHS 
SPECIAL ORDER WORK FOR OVER 45 YEARS 


THAT’S ALL 
142 FULTON STREET 


NEW YORK 

















™Protection Ring Guard 


For thin rings get our num- 

ber 0. It is a new addition 

to our regular sizes. 

The Lion Safety Pin Clutch Co. 
20 W. 22nd St., New York Pat. May 25, 1920 

















EXPERT PEARL RESTRINGING 


Rosemarie Pearl Co. 


132 Nassau Street New York 
Phone Beekman 6881 
PEARLS and STONE NECKLACES 


BEADS of ALL KINDS 
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NeEWws 


LOITTTTE 


METROPOL: 


New York Notes 


G. Horowitz, 
at 170 E. Houston 
at 955 E. 163rd St. 


whose retail shop 
St., is now 


Was 


located 


J. Levy, retailer, formerly located at 
348 E, 138th St., is now occupying new 
and larger quarters at 2853 Third Ave. 

P. W. Bogaske, jeweler and watch re- 
pairer, is now located in his new head- 
quarters at 223 St. Ann Ave., the Bronx. 

The Timeology Hikers meet Saturday 
at 2 p. m. at the Dyckman St. ferry and 
from that point will take a two-mile 
hike along the Palisades to Alpine. 

Felix Deman returned on Dec. 12 on 
the Berengaria after having been abroad 
two months in the interest of the Deman 
Chain Mfg. Co. and the D. & B. Import 
Co., 22 W. 48th St. 

James L. Hand, jewelers’ auctioneer, 
14 Maiden Lane, has finished conducting 
an auction to out the 
Walter H. Deuble of Canton, Ohio, who 
retired from business after being estab- 
lished for 41 years. 

Kobrin Bros., retail 
Broadway at 147th St., have opened a 
branch store at 2291 Broadway, corner 
82nd St. The new establishment 
elaborately designed and equipped with 
modern German art work featuring the 
decorative scheme. 

Henry Freund & Bro., 20 W. 47th St., 
have announced that Frank T. Burnett 
of Los Angeles, Cal., formerly represent- 
ing the Illinois Watch Co. on the Pacific 
Coast, will represent the concern in that 
territory commencing Jan. 1. Louis 
Freund will continue covering the 
same territory. 

At a regular monthly meeting of the 
executive committee of the Jewelers’ 
Security Alliance, held last Friday at 
the organization’s quarters, 15 Maiden 
Lane, 883 new members were admitted in 
Class B and 1 Class A member was 
transferred to Class B. Four rewards 
were ordered paid to those instrumental 
in the arrests and convictions in as many 
thefts perpertrated in Virginia, Cali- 
fornia and Ohio. 

It was announced this week that Louis 


close stock of 


9nRr 
oo ae 


jewelers, 


also 


I. Windt of the concern of Stein & 
Windt, manufacturing jewelers, 64 W. 
{8th St., severed his connection with 
the company as of Dec. 9. He will 


shortly make an announcement as to his 
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future plans. There will be no change 
in the personnel of Stein & Windt with 
the exception of Mr. Windt’s resignation 
and the firm will continue in business 
at the same address with M. J. Stein in 
charge of operations. 

Schedules showing assets and liabili- 
were filed Monday by Max Tracht- 
man, wholesale jeweler, who was forced 
into involuntary bankruptcy on Oct. 12 


ties 


last. Assets of $13,347 consist of bills of 
exchange, promissory notes and securi- 
ties, goods on consignment, $4,805; stock 


in trade, $3,500; automobile, $400; furni- 


ture and fixtures, $350; debts due on 
open accounts, $2,064; policies of  in- 
surance, $448; unliquidated claims, $1,- 
380, and bank deposits, $300. The lia- 


bilities comprise $3,220 in unsecured 
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$36,126 in notes and bills 


and 
which ought to be paid by other parties 
Tartakowsky, wholesaler and 


claims 


Samuel 
retailer of diamonds, 220 Eldridge St., 
was found at the bottom of an airshaft 
after a fall of two and a half stories 
in the building at 85 Canal St. Saturday 


night and was rescued by firemen of 
Truck Co. 6. The jeweler lay conscious 
and groaning for more than an hour 
before a worker in the building heard 
his cries and called for aid. Removed 
to the Gouverneur Hospital, Tarta- 
kowsky was found suffering from in- 
ternal injuries, a fractured right arm 
and lacerations of the scalp, nose and 
face. 


Julius J. 


engaged in 


Chamelin, who was formerly 
Tremont 


business at 484 E. 


Ave., Bronx, was taken into custody by 
a United States Marshall on Dee. 12 
and inearcerated in the New York 


Sheriff’s jail in default of com- 
Federal Judge 


County 
pliance with an order of 


Knox requiring him to pay $50,000 in 
cash or merchandise to Herbert Ollen- 
dorff, trustee in bankruptcy. As stated 
n these columns last week the order 


committing Chamelin for contempt was 


obtained by Gustave J. Rosen of the law 


firm of Sternberg & Rosen, 233 Broad- 
way, who represented the trustee and 


creditors in the 

Irving Robinson, a dealer in jewelry, 
was given a suspended sentence of a 
year by Judge Levine in Part III, Court 
of General Sessions, on Monday. Robin- 
had been indicted on a charge of 
grand larceny and held in bail of $2,500, 
after having been charged with the theft 
of a diamond paper containing $1,700 in 
emeralds from the firm of J. L. Warner 
Co., Inc., 36 W. 47th St., on July 11. 
Robinson was placed under arrest shortly 
after the diamond paper was 
from the Warner office, Richard C 
Murphy, counsel for the Jewelers’ Secur- 
ity Alliance, cooperating with the detec- 
about the 


case. 


son 


missed 


tives in bringing former’s 
arrest. 

An involuntary petition in bankruptcy 
was filed on Dec. 11 against Joseph Del 
Greco, retailer, 691 E. 187th St., Bronx, 
by the Rex Jewelry Co., Inc., V. Cirotta, 
Inc., and Harry Borden, each with claims 
upwards of $200. On Dec. 16 schedules 
were filed showing assets of $9,500 and 
liabilities of $17,394. The former con 


(Continued on page 73) 
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Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
\ ( account here and are among our best friends today. 
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Rueckert Cases 
Keep Good Company 


First impressions often make or break the sale. 
Modern, good looking, efficient sample equip- 
ment is a vital essential to successful selling. 
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No. OA Leather Telescope 
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FIF H AVE | 1e telescope illustrated above 
- | is hand sewed and made of the 
| best boarded cowhide and will 


stand up under the most severe 
tions 


Offices and Showrooms: 


from 150 to 2150 Sq. Ft. | RUECKERT 


Renting Office: Room 412 MANUFACTURING CO. 


Phone: Bogardus 0049 
162 Clifford St. Providence, R. I. 
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Banking Service for the Jewelry Trade 


W E offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


81 Fulton Street, New York 
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New York Notes 


(Continued from page 71) 


sists of stock in trade, $3,815; fixtures, 


$2,000; debts due on open accounts, 
$3,515, and unliquidated claims, $170, 
while the latter comprise unsecured 


claims, $15,794, and accommodation 
paper, $1,600. On Nov. 25 Del Greco 
was visited by two thugs who rifled his 
safe of jewelry worth over $10,000 
and tied the jeweler in a chair, then 
striking him over the head with the butt 
of a revolver and hitting him in the 
stomach before they fled. 

Maurice Julian, and his uncle, Joseph 
Julian, both of Quebec, received prison 
sentences of 30 days each when they 
appeared before Federal Judge Goddard 
on Dec. 12. The Canadians had previ- 
ously pleaded guilty to charges of 
smuggling watches into this country 
over the border. The 30 days they are 
to serve are exclusive of the similar 
terms they have undergone while await- 
ing sentence, and the Court also ordered 
the 1000 watches found in their posses- 
sion when caught by Federal agents on 
Nov. 15 forfeited to the Government. 
The closing of the case marks a swift 
moving of the wheels of justice, as it is 
less than a month since prosecution was 
started by Assistant United States At- 
torney Alvin McK. Sylvester. The 
Julians’ attempt to sell the smuggled 
watches was their first move in illicit 
trade, and their sentencing ends ab- 
ruptly their clandestine scheme. 





Canada Notes 





A large part of the business section 
of Chatham, Ont., was destroyed by fire 
on the night of Dec. 8, including the 
jewelry store of Charles R. Ford, who 
sustained a loss of $20,000. 

Otello Mattiusi arrested and placed on 
trial at Guelph on a charge of burglary, 
pleaded guilty to stealing cash and 
jewelry from Savage’s jewelry store, and 
was sentenced to three years in the peni- 
tentiary. 

Three men arrested at Napanee for 
breaking into Mayhew’s jewelry store 
were brought to trial on Dec. 12 and 
pleaded guilty. William Moskaluk, and 
John Canning, former offenders, received 
sentences of five years’ imprisonment, 
and John Stroud, 15 years old, was sent 
for an indefinite term to an industrial 
school. 








A sound of crashing glass at 1.30 
o’clock roused Edward Coutts, jeweler, 
Hoosick Falls, N. Y., from his bed and 
reaching a window in his room saw 42 
man running from the front of his 
jewelry store below. Going down stairs 
he found a side window broken and five 
watches and several chains and rings 
missing. He valued them at $500. No 
trace of the thief has been found. 
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Baltimore 


Harry Agular, who for more than 30 
years has been engaged in the diamond 
and jewelry business in this city, and 
who formerly conducted a_ store on 
Fayette St., near Park Ave., is now 
occupying his new store at 19 N. How- 
ard St. Mr. Agular is sole owner of 
the new business. 

Captain of Detectives Charles H. 
3urns has assigned a special squad of 
10 trained detectives to the retail jewel- 
ry store district for the pre-holiday sea- 
son. The district includes Lexington, 
Charles, Howard and Eutaw Sts. De- 
tective Lieutenant Thomas P. O’Donnell 
commands the detail. 








Evansville 


Krevitz Bros., jewelers at Gary, Ind., 
have opened a new store at 642 Broad- 
way. 

Fred Heinzle, retail jeweler at Tell 
City, Ind., operating one of the oldest 
business establishments in that city, re- 
ports his trade has been exceptionally 
good during the past few weeks. 

William Schulte, formerly with a well 
known jeweler for 10 years or more, 
has established an _ up-to-date retail 
jewelry store and watch repair shop at 
1018 N. Main St. Mr. Schulte is an 
expert watch repairer and will specialize 
in the repair business. 

The assets of J. M. Anslinger & Co., 
retail jewelers, who formerly conducted 
a store on Main St. near Eighth St., 
have been sold to the North Side Jewel- 
ers by the receiver, the National City 
Bank of Evansville, through the Van- 
derburgh County Probate Court. The 
price was $1,800 cash. 

Local retail jewelers say their Christ- 
mas trade has been as good if not better 
than it was last year for the same period 
and they are looking for a good business 
right up to the close of the present year. 
Both retail and wholesale jewelers ex- 
press the opinion that trade may be a 
little during the first month in 
the new year but after that time they 
are looking for things to improve and 
believe trade will take on new life. Most 
retailers feel that 1930 is going to be 
a good trade year, much better than the 


pee) 


slow 


present one. 








In the showrooms of the principal 
jewelry stores in Prague, Pilsen and 
particularly in the world famous spas 
of Bohemia semi-precious stones of 
bottle green color can be found over- 
shadowing most of the other stones and 
gems of similar quality. This stone is 
called ““Moldavit” and is only found in 
Bohemia. The scientists are still argu- 
ing about the origin of this mineral. 
However, it is generally conceded that 
its origin goes back to a time when enor- 
mous masses of meteoric stones fell 
from the heavens. 
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Creditors of Frederick W. Rauch Of- 
fered Settlement at Thirty Per Cent 

The creditors of Frederick W. Rauch, 
dealer in pearls and precious stones, 527 
Fifth Ave., who has been in financial 
difficulties, have received an offer of 
settlement on the basis of 30 per cent; 10 
per cent in cash and 20 per cent in notes, 
running over 18 months, endorsed by 
Mr. Rauch’s brother, Peter Rauch. This 
settlement has been recommended by 
the committee of creditors who made a 
report last week of its investigation into 
Mr. Rauch’s affairs. 

Generally the committee found that 
the total assets amounted to about $213,- 
000, of which the appraised value of the 
merchandise (unpledged) is given as 
$138,511; accounts receivable, $4,900; 
notes and loans, $1,300; equity in un- 
pledged merchandise, $62,000 and equity 
in stock, $4,800. The liabilities are given 
as about $332,000 on which the notes 
payable amount to $224,500, the loans 
payable, $84,300; accounts payable, $20,- 
000; preferred claims, taxes, balance due 
making up the difference. There is also 
a contingent liability on notes receivable 
of about $40,700 but this may not prove 
an actual liability. 

The committee feels that the offer 
(which presupposes a reorganization and 
continuation of the business) is the best 
possible for creditors. About 70 per cent 
of the indebtedness is included in claims 
of over $1,000 and holders of these have 
already signified their acceptance. 


The creditors’ committee in charge 


which recommend the settlement, con- 
sists of Charles W. Sommer, Harry 
Winston, Edmond E. Frisch, Peter 


Rauch, Joseph Riskin and H. H. Kauf- 
man of the Manufacturers Trust Co. 








Jewelers Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Dec. 14, 1929. 
The U. S. 


Gold bars exchanged for gold 


Assay Office reports: 


01In 
Gold bars paid depositors 51.631.15 
Total : $355,992.67 
Of this gold bars exchanged for gold 
coins are reported as follows: 





Date Baechange 
Dec ’ $70,843.02 
10 $5,737.79 

1] 60,848.32 

12 ; $6,344.41 

Se 60,405.73 

14 20,182.21 
Total $304,361.48 





Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 

Selling Price 
London U. S. Gov’ 
Date Official Assay Bars 
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Providence 


A. R. Pascucci is now doing jewelry 
designing and fine piercing for manu- 
facturers at 341 Weybosset St. 

Leon T. Ouellette, for several years a 
retail jeweler at 212 Union St., died at 
his home, 181 Rutherglen Ave., last 
week after a brief illness. 

Horace R. Holbrook, a retired journey- 
man jeweler, for many years previous 
to his retirement associated with the W. 
D. Wilmarth Co., died at his home in 
Providence last week. 

At the annual meeting of 
holders of the Rhode Island 
Trust Co. last week among the directors 
elected were: Walter R. Callender 
Henry D. Sharpe, Alfred K. Potter, 
Frederick A. Ballou Arthur L. 
Aldred. 

Fred rick A. 


associated 


the stock- 


Hospital 


and 
Browning, for nearly 40 
with various manufac 
this city, died sud- 
Acres Club at 
was a membe} 


years 
concerns 1n 
Hundred 


which he 


turing 
denly at the 


Kingston, of 


and where he was spending the week- 
end. He was in his 62nd year. 

[The case of Albert Lorsch & Co., 
Inc., against Bertha L. Catlow, ad- 


ministratrix in a suit of assumpsit, was 
Judge Rueckert in civil 
session of Sixth District Court last 
On motion judgment was entered 


VeeK,. 


heard befor 


for the plaintiff for $238.54 and costs. 
Carl W. Hadfield, for the past 19 
with the Providence office of the 
agency, is now associated 
Providence office of the Na- 
Board of Trade. The 
banquet of the New England 
members of the Board will be held on 
Tuesday evening, Jan. 7. 
N. Robinson, Pawtucket retail 
past his home, 
long 


and 


years 
Bradstreet 
with the 

tional Jewelers 


annual 


Georg. 
week at 
city, after a 
He was a Russia 
came to this country 17 ago, 
gaging in the retail jewelry business. He 


weler, died the 
124 West Ave., that 
illness. native of 


years en- 


had a store at 25 High St., Pawtucket. 
Mr. Robinson was interested in Zionist 


enterprises and is survived by his widow, 
a daughter and three 
Among the jewelry buyers reported it 


sons. 


this city and vicinity during the past 
week were the following: Mr. Wein- 
stock, Cohn & Weinstock, New York 
city; Mr. Bishop, Bishop-Gerson Co., 


Pittsburgh, Pa.; Mr. Reinschreiber, 


Cahn & Co., New York city; J. F. Con- 
don, McCrory Stores Corp., New York 
city; Mr. Lavick, S. B. Lavick Co., Chi- 
cago; Joseph Mayer, A. Steinhardt & 
Bro., New York city; Mr. Glass, Leo 
Glass & Co., New York city; Mr. Dia- 
mond, Diamond Blitz & Co., Chicago; 
Mr. Reichert, W. Reichert & Co., New 
York city; Mr. Oppenheimer, Oppen- 


Baltimore; Mr. Ma- 


he ime. Jewe lry C.. 


uch. L. Bamberger & Co., Newark, 
N. J.;: Mr. Freudenberg, M. Freuden- 
herg, Inc., New York city; Mr. Brown- 
tein and Mr. Goldstein, Brownstein & 
Goldstein, Philadelphia; Mr. Lunn, Bar- 
nard Hirsch Co., San Francisco; Her- 
man Cohen. Baltimore; Mr. Kaskell and 


Mr. Mandell, D. Lisner & Co., Inc., New 
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York city; Mr. Waxman, Waxman, 
Penner & Levine, Chicago, and Mr. 


Adler, Julian F. Adler & Co., New York 
city. 

A verdict of seven cents was directed 
by Judge Ira Lloyd Letts in the United 
States District Court here the past week 
in favor of William Taber of this city, 
who sued the Western Union Telegraph 
Co. for $10,000 damages for failure to 
deliver $125 by wire to the Hingham 
Trust Co. of Hingham, Mass. Evidence 
in the suit for both sides was heard by 
Judge Letts and a jury in the Federal 


Court. Mr. Taber who is a diamond 
merchant of this city, contended that 
the failure of the $125 to be sent to 


the bank necessarily injured his business 
standing and reputation. It had been 
admitted by the Western Union that they 
had sent $25 by wire instead of $125 
as had been ordered by Mr. Taber. The 
latter contended that in drawing a check 
for $100 on the Hingham Trust Co., 
after having ordered $125 sent there by 


wire, his check came back marked “not 
sufficient funds.” The verdict for sever 
cents, as directed by Judge Letts, was to 
cover interest lost on $100. It developed 
that the Western Union, after sending 


the $25 discovered its mistake four days 


later, and forwarded the additiona 
money. 


Atlanta, Ga. 


Pen Co. has just esta 








The Shaeffer 


lished an office in Atlanta at 302 Atlanta 
Savings Bank building, next door to the 
Jewelers Supply Co. The office, which 
will cover sales for Georgia as well a 
Atlanta, it is understood, will be 1 
charge of Charles Kapfer. 


home iS 
held 


states that his 


being 


A man, who 
in Hendersonville, N. C., is 
by the Columbus, Ga. police, 
with the burglary of Shmerling’s Jew 
elry Store, 910 Broad St., Columbus 
According to the police, he smashed thi 
store window and took some $600 worth 


charged 


of jewelry. When arrested in a loca! 
restaurant, he still had most of the 
jewelry in his possession, the _ policé 


allege. 


Constance William Hesse, 54, of Boise, 
Idaho, died recently of heart diseass 
Mr. Hesse, who went to 
Louis, Mo., had operated a jewelry st 
in the former city for 35 years. 

A youth of 14 who 
career of crime after reading magazin¢ 


soise from St 


p 


embarked on a 


detective stories failed in his initial ven 
ture recently when his attempt to hold 
up Osias Bryer, 1630 Market St., St 
Louis, Mo., resulted in his arrest. The 


Negro entered the Bryer store and asked 
to see a tray of rings. He then ordered 
Mr. Bryer to hold up his hands, but in 
stead the jeweler walked around the 
counter and took the revolver 
lad who then fled but was captured afte 


a short chase. 


from the 
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Boston 


Arthur W. Evans of Waltham was 
found dead in the kitchen of his home 
Dec. 5, by his daughter, Marion. Gas 
was escaping from a gas range. Medical 
Examiner West pronounced death due to 
suicide. 

William W. Bryant, at one time with 
the Waltham Watch Co., but who for 18 
years served as city messenger, Wal- 
tham, has asked Mayor Beal to retire 
him. Mr. Bryant has not been in the 
best of health for some time, and wishes 
that he 


to be relieved of his duties so 
may take a long rest. He was associated 
with the Waltham watch concern for 


many years. 

Charles M. Ward, who for many years 
was engaged in the manufacturing 
jewelry business in Boston, Mass., unde1 
the firm name of C. M. Ward & Co., 
died last Tuesday at his home in Dor- 
chester, Mass. He was 83 years old at 
the time of his passing. Mr. Ward was 
born in Cambridge, Eng., and aside from 
being identified with the jewelry busi- 
from which he retired some years 
was also known as a water color 


ness, 


ayo, he 


artist. Many of his water colors have 

been exhibited at the Boston Art Club, 
which he had long been a member. 
Leading Boston jewelers have been 


an advertising drive the last 


conducting 


two weeks in order to boom Christmas 
trade. Nearly all of them have fea 
tured diamonds in all kinds of platinun 


and white gold mountings. Displays ot 
diamond goods also are conspicuous in 
the windows, although some sections ars 
devoted to fancy gifts. The 
millions of dollars in 
Savings has added a flare to 
The big jewelry stores are lined with 
customers making last-minute purchases 


release of 
several Christmas 
business. 


for the season. 





Philadelphia 


The Pen Argyl Clock Case Co., at Pen 
Argyl, has been reorganized with the 
election of James Hewitt as president 
and Francis H. S. Ede as 
treasurer. These officers have purchased 
the interest of Edgar F. Sweet. 

Window smashers, who 
activities to Camden, N. J., 
a window in the People’s store at Broad- 
way and Cherry Sts., and escaped with 
jewelry valued at $500 which had been 
put on display only the previous after- 
noon. N. Fuhrman, who occupies an 
apartment at 926 Broadway, on the op- 
posite side of the street from the store 
was awakened by the crash of the break- 
ing window and called the police. H« 
saw three men run from the store 
trance, one carrying a hammer, which 
had been used to break the window 
Watches, rings and other pieces wer 
among the loot. 


secretary- 


transferred 


their broke 


en- 
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Chicago Notes 


Edgar Hume, of Jacques Bienenfeld, 
of New York, called on the trade in 
Chicago last week. Mr. Hume left here 
to return to New York. 

Samuel Maybaum, of Maybaum Bros., 
New York, was a visitor in Chicago last 
week, calling on the trade with a com- 
plete line of their merchandise. 

Frank D. Newburger, manufacturers’ 
representative, with offices at 1104 Hey- 
worth building, returned this week from 
a business trip to St. Louis and Cin- 
cinnati. 

Adolph Weiss, of Heinrick-Herrmann 
& Weiss, is spending several weeks at 


the home offices in New York, visiting 
and preparing his new spring sample 
line. 

Al. Moss, Chicago manager for the 


J. J. White Mfg. Co., returned last week 
from a visit to the factory in Providence 
and a business trip through his eastern 
territory. 

Chauncey Smith of the Reed & Bar- 
ton Corp., has completed his final trip 
of the season. Mr. Smith returned from 
the Central West where he called on 
the retail trade. 


Henry Hart, Chicago manager for 
Arnstine Bros., accompanied by Mrs. 


Hart left last week for New York where 
they will spend the holidays visiting 
with relatives and friends. 

Allen B. Pinero, representing eastern 
manufacturers, returned to his office in 
the Heyworth building on Monday after 
spending 10 days in the woods of Mich- 
igan, hunting wild game. 

C. W. Thomas, of the Weigle & Rose 


Co., returned to his offices in the Co- 
lumbus Memorial building last week. 
Mr. Thomas has completed a _ business 


trip through the Middle West. 

A. J. Siegal, vice-president of the 
Potter & Buffinton Co., Providence, R. I., 
spent the past week in Chicago visiting 
at their local office in the Heyworth 
building and calling on the trade. 

“Jim” White of the Mulholland Silver 


Co., Aurora, stopped in Chicago last 
week to call on the trade after com- 
pleting an extended business’. trip 


through the East and New York. 
Leonard Goodman of the Israel-Less- 
ing Sales Co., is making a business trip 
through the East as far as Buffalo, 
while Leonard Lewy of the same firm 


is calling on the wholesale trade through 
the Central West. 

B. R. Fass, who has been associated 
in the jewelry business for a great many 
years has been placed in charge of the 


Evanston store of Olsen & Ebann. This 
branch store was opened early this 


month on the most prominent street of 


that suburb. 

Word was received at the Stein & 
Ellbogen Co. that Joe Stein of the 
concern was leaving Cherbourg, on 
Thursday on the Olympic for home. 
Mr. Stein spent six weeks in Europe 
visiting Lucius LeLong and the Euro- 


pean markets. 

A radiogram by Leo Mantel, of Man- 
tel Bros., on board the Veedam, was re- 
ceived by a friend Saturday. Mr. Man- 
tel says the voyage is a rough one, one 
of the worst he has ever experienced. 
Mr. Mantel is returning to Germany to 
spend the holidays with his mother and 
other relatives. 

Joseph A. Aumert, retail jeweler, 5525 
S. Halsted St., was robbed of jewelry 
and cash amounting to approximately 
$900, last Thursday evening. Two men 
with drawn revolvers forced him to open 
his safe and after gathering their loot 
forced him to open a rear door so they 
could flee in safety. 

Olsen & Ebann announce they have 
just taken a 25-year lease in a building 
that will be constructed early next year 
on Lake St. between Marion and Harlem 
Aves., Oak Park, Ill. The building will 
be of a monumental design, and Olsen 
& Ebann will furnish their store in keep- 
ing with their many other branches. 

Friends of David G. “Timothy” Hay, 
Chicago representative for the Traub 
Mfg. Co., will be happy to learn that 
he is recovering from an attack of pneu- 
monia at the Belmont Hospital and ex- 
pects to be removed to his home some 
time this week. Mr. Jergens, New York 
representative for the Traub Mfg. Co., 
was in Chicago for the past two weeks 
calling on the trade for Mr. Hay, and 
left here on Friday to attend a sales 
conference at the home offices in Detroit 
before returning to New York. 

Funeral services for Benjamin Bauer, 
optometrist with offices at 2349 W. North 
Ave., were held on Saturday at his late 
home. Interment was at Montrose. Mr. 
Bauer, who is well known in both optical 
and jewelry circles in Chicago, passed 
away suddenly on Wednesday evening 


while visiting at the home of a friend. 
Heart disease was the cause of his 
death. Deceased was 60 age 
and came to America from Germany 38 
years ago. He came direct to Chicago 
and settled on the west side. He is sur- 
vived by his wife. 
Friday, the 13th, 


years of 


proved to be jinx 
day for the Clock building at 215 W. 
Randolph St. Fire was discovered in 
unoccupied quarters on the fourth floor 
of the building and for a time it looked 


rather serious, but with the prompt 
arrival of the fire department the fire 
was put it out. The New Haven Clock 


Co., occupying space on the third floor 
of the building suffered water damage. 
They estimate their loss at about $1,500. 








Loftis Bros. who occupy the entire sec- 
ond floor suffered no loss. Various firms 
in the building closed business for 
about two hours. 
Cinci ti 
Litwin & Sons, platinumsmiths and 


diamond dealers, 114 W. Sixth St., leased 
the store room of their building, which 
is six stories high, to the Chicago 
Market Co. The lease calls for a month- 
ly rental of $350 and is to run for seven 
years beginning Dee. 1. 

The newest enterprise in the retail 
jewelry trade of Newport, Ky., near 
Cincinnati, was formally started at 129 
FE. Ninth St., by Anton Lampe and Louis 
Wald, last Friday, in time for the holi- 
day season. Both men have been iden- 
tified with jewelry activities and opened 
a shop under the name of the L and W 
Jewelry Shop. 

Officers of the Gruen Watch Co., this 
city, are firm believers in the impreg- 
nable business condition of the United 
States and in line with other nationally 
known firms, have declared an extra 
dividend out of the earnings of the es- 
tablishment. On Friday an extra divi- 
dend of 50 cents a share declared 
payable to stockholders and will be dis- 
tributed Dec. 30. The firm has declared 
an extra dividend on its stock for a num- 


was 


ber of years. 

An attempt to break into the store of 
the Newstate Jewelry Co., 10 E. Eighth 
76) 


(Continued on page 
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Cincinnati 


—_—_———_— 


(Continued from page io) 


St., Covington, Ky., was frustrated 
Wednesday night, Dec. 11. Two negroes 
hurled an object through the glass of 
the front door in an effort to break 
into the place, but the noise created 
by the breaking glass attracted the at- 
tention of several and the 
negroes ran from the scene without 
obtaining anything of value. Covington 
police guarded the store until the dam- 
aged door was repaired. 

A former employe of A. G. 
& Sons, wholesale jewelers in the Dut- 


persons 


Schwab 


tenhofer building, waived examination 
and was bound over to the Hamilton 
County Grand Jury, under a bond of 


He was arraigned in 
Municipal Court on a charge of em- 
bezzlement which charges grew from a 
warrant sworn out by the jewelers. He 
was arrested by detectives, Wednesday, 
and given a preliminary hearing Thurs- 
continued until 
that he em- 
firm between 
1929. 


$2,000. Saturday. 


day but the case was 
Saturday. It is alleged 
bezzled money from the 
April 1, 1927, and Nov. 1, 

Some little difficulty is being ex- 
perienced by the nominating committee 
of the Cincinnati Wholesale Jewelers 
and Manufacturers Association to ob- 
tain the consent of candidates to run in 
the annual election of the organization. 
The committee consisting of Arno Dorst, 
chairman, Mose Schwab and William 
W. Oskamp interviewed a number of 
prospects for the different positions and 
expect to report some time next week 
to James W. Farrell, president, and the 
Meanwhile the 


associ- 


general membership. 
entertainment committee of the 
ation is at work preparing for the an- 
nual dinner dance which will be held at 
the Hotel Gibson, Saturday, Jan. 11. 
The installation of officers will be held 
on Tuesday, Jan. 14, or immediately 
after the annual get-together held by 
jewelry jobbers and manufacturers. 
“Absolute financial stability means 
the employment of every doliar at its 
actual value, and that happy condition 
will be reached only when honesty and 
integrity are raised to the _ highest 
ethical degree, when implicit trust and 
confidence are not spoken of as desirable, 
but as actualities,” declared Elwood B. 
Rice of New York city, at the testi- 
monial dinner tendered to Fred G. 
Gruen and George J. Gruen at the Cin- 
cinnati Club Tuesday night, Dec. 3. The 
occasion was staged for the purpose of 
presenting to the Gruen brothers the 
gold medal of honor for the highest busi- 
ness integrity by the Rice Leaders of 
the World Association. The gold medal 
and accompanying scroll of honor were 
accepted by Fred G. Gruen on behalf of 
the Gruen Watchmakers’ Guild. Dr. 
Charles E. Miller, president of Heidel- 
berg College, Tiffin, Ohio, and childhood 
pastor of Mr. Rice, was toastmaster. 


” 
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Detroit 

The Progressive Plating Industries, 


3914 Gladwin Ave., has recently been in- 
corporated. It is engaged in plating and 
finishing of metals. The owners are 
Floyd Julian Waugh, Glen H. Leland 
and Hazel Waugh. 

Irwin Segal, of the Jacob Segal Co., 
has gone to New York for a week or 
so on a buying trip. Jacob Segal, of the 
same organization, leaves shortly after 
the first of the year for a few weeks 
in Florida, after which he will sail for 
Europe where he will visit the diamond 
markets. 

The Colonial Clothes Shop on Monday 
moved into a new building on State St. 
near Griswold St. At the same time 
it also announced the opening of a retail 
jewelry department, under the manage- 
ment of Ben Epstein. Fixtures and mer 
chandise are all new. The opening day 
attracted large crowds. 








Cleveland 


Out of town jewelers in Cleveland last 
week included: Walter Neilson, Lorain; 
Mr. and Mrs. Snyder, Willoughby Jewel 
ry Co., J. F. McCarvel, Elyria; L. W. 
Wyckoff, Chagrin Falls and C. E. Schiltz 
North Canton. 


E. T. Cusack of Canton has moved to 
a temporary location at 128 Cleveland 
Ave,. while remodeling is in progress 


in the building he permanently occupies. 
He plans all new fixtures and will have 
a gift shop in the basement. 

The regular monthly meeting of the 
Cleveland Retail Credit Stores Associ- 
aticn was held at the Hotel Cleveland 
on Friday evening with President Hart 
man presiding. Following the dinne 
there was an interesting talk by Judge 
Skeel of the Municipal Court on the 
legal aspects of the installment business. 








Milwaukee 


The Monogram Jewelry Co. has been 
opened at 681 Lincoln Ave., by K. 
Zembrzuski. Formal opening of the new 
store was held Saturday, Dec. 7. 

J. O. Cox, who operates a jewelry 
store at Fort Atkinson and Jefferson, 
Wis., has moved his Fort Atkinson es- 
tablishment to the Black Hawk building 


where he is occupying new and moré¢ 
modern quarters. 
Among retail jewelers in the State 


who have been shopping at Milwaukee 
wholesale houses during the past week 
are Alfred Schroeder, West Bend; H. H. 
Raabe, Juneau; W. R. Amidon, Hart- 
ford; R. Hille, Menomonee Falls, and 
R. G. Peterson, Racine. 

The temporary injunction obtained by 
Joseph Saltzstein, Milwaukee retail 
jeweler, restraining the city of Mil- 
waukee from enforcing the ordinance 


closing jewelry auctions at 6 p. m., was 
vacated by 


Circuit Judge Edward T. 
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Fairchild, but a stay of the order was 
granted and the store was allowed to 
continue holding its auction after 6 p. m 
until the middle of December. Another 
hearing is to be held on the question, 
but the Milwaukee District Jewelers’ 
Club points out that in the meantime 
the auctioneers have secured a consider- 
able amount of business after 6 p. m. 
despite the fact that a Wisconsin ordi- 
nance expressly forbids night auctions 
being held. They are awaiting final 
word in the matter with considerable 
interest. 








St. Louis 


George L. Neuhoff announced the 
opening of a branch store of Heffern- 
Neuhoff at 312 N. Euclid Ave. The pur- 
pose of the store is one of convenience 
for their customers who find it difficult 
to come into the crowded downtown 
traffic jam. The new branch is managed 
by Miss Francis Hervey who has been 
associated with the company for many 
years. 

The Christmas shopping is on in the 
downtown jewelry stores and in a brisk 
way. The busiest stores however are 
those with a popular price and a wide 
variety of merchandise to catch the eye 
of all types of buyers. In the stores 
featuring novelty diamond pieces good 
business is reported. Some reports have 
been to the effect that business has not 
started off with the volume expected. 
All believe however when the figures are 
finally audited it will come close to the 
volume of a year ago. Leo. J. Vogt. 
president of Hess & Culbertson, reports 
business for the holiday season satis- 
factory with no particular type of mer- 
chandise being outstanding in the de- 
mand. An improvement was anticipated 
as Christmas approached. 











Frank Land, jewelry thief and hold- 
up man who escaped twice from 
Wethersfield Prison, Connecticut, and is 
credited with another previous prison 
break and an attempt to get out of the 
Passaic County, New Jersey, jail a year 
ago, recently made his way from the 
cell block in the State prison at Tren- 
ton, N. J., but was discovered and re- 
captured before he could escape. Using 
the same method which worked success- 
fully at Wethersfield, Land cut a hole 
in the wall of his cell, going through 
a passageway to the basement. Appar- 
ently he had hoped to avoid attention 
until after dark and then steal out across 
the prison yard and climb the wall, but 
a count of prisoners was made and a 
search revealed Land curled up in a cup- 
board in the basement. He was put in 
solitary confinement. Land was _ sen- 
tenced on Sept. 27, 1928, to serve 10 
years for an attempt to hold up a Pater- 
son, N. J., jeweler. While in the county 
jail after his arrest for this offense, he 
was suspected of a plot to escape, when 
it was discovered that one of the bars 
of a window in the recreation hall had 
been sawed and that two automobiles 
were waiting outside the jail. 
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Denver 


Joseph I. Schwartz, jeweler, who has 
been located in the Tabor building, 
corner of 16th and Curtis Sts., for many 
years, will move to the Mack block, 633 
16th St. 

An early December canvass of some 
of Denver’s prominent jewelers elicits 
the information that their business is 
running ahead of last year. Ted Syman, 
president of Syman Bros., stated: “Our 


business in November, this year, was 
ahead of November last year. We ex- 
pect a big Christmas business.” The 


credit jewelry stores seem to have their 
usual run of trade. Up to Dec. 1, 
Denver has had 13 snow storms, some 
of the coldest weather ever recorded in 
November, but none of it stopped the 
crowds. 


Portland, Ore. 


Roy & Molin, Portland jewelers, who 
for 18 years have been located at 240 
Alder St., are moving their shop to 266 
Alder St., this change to be effective 
Jan. 7. 

William Goldblatt, proprietor of the 
Diamond Shop, about whom the recent 
controversy relative to jewelry auctions 
centered, has filed a voluntary petition 
in bankruptcy in the United States Dis- 
trict Court. No schedule of assets and 
liabilities was filed. 

Charles E. Heitkemper, member of the 
firm of Heitkemper & Myers, which 
recently sold its lease, and closed its 
store after a sale, has opened a store in 
the Swetland building, on the top floor. 
Mr. Heitkemper bought out the unsold 
portion of the old firm’s stock. He also 
is specializing in made-to-order jewelry. 

Dan Marx, one of the veteran jewelers 
of Portland, has announced his retire- 
ment from the jewelry business, in 
which he has been engaged in this city 
for 41 years continuously. Mr. Marx 
was born in Alsace, France, in 1851, and 
came to America in 1871 as a steerage 
passenger. He opened a store in Port- 
land after 16 years spent in a general 
merchandise store at La Grande, Ore., 
his first store being on Oak St., where 
he remained 23 years, later moving to 
his present location at 315 Washington 
St. 

The city council of Portland has just 
passed an ordinance, at the request of 
the Better Business Bureau, by which 
when a merchant advertises a $40 
article for $20 hereafter, he will have 
to prove that it really is worth $40. The 
ordinance defines “comparative prices,” 
and makes it illegal to use such prices 
falsely or in a misleading way. The 
head of the Bureau said that the mer- 
chants have been killing public con- 
fidence in such advertising by advertis- 
ing a $100 article for $39.50, after it 
has been cut down in price several times 
since it was first offered for $100. In 
such a case, the merchant must state 
that the article had been offered for $75 
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or $50, or whatever the price was, just 
before being offered for $39.50. The 
business men of Portland favored the 
ordinance because it prevents misleading 
statements in advertising, and ‘“‘won’t 
hurt anybody.” The ordinance carried 
an emergency clause, so goes into effect 
at once. 








San Francisco 


William Fulton is making his last 
southern California trip of the year, 
calling on the Los Angeles jobbers. 

C. C. Gross left, prior to the holidays 
to visit his factories in the East. He 
went direct to the Traub Mfg. Co., at 
Detroit, Mich. 

Fred L. Lee and Fred L. Lee, Jr., 
have just returned from a week’s trip 
to Los Angeles where they were deliver- 
ing stock for their different factories 
They report business conditions in the 
South are improved. 

Alfred H. Bullion, Jr., has gone to 
work for the Alfred H. Bullion Co., 717 
Market St., and has joined the selling 
force. Alfred H. Bullion has just re- 
turned from the South where he found 
holiday business good. Mr. Bullion is 
leaving early in January to cover his 
territory. 

The merger of the C. J. Noack Co. 
and Harger’s of Sacramento is now com- 


plete. The comibned firm has gone into 
the beautiful C. J. Noack store, 1022 
K St., Sacramento, which was opened 


by the Noack firm a year or more ago. 
The former Harger store has been dis- 
continued. 

A meeting of the board of directors, 
Western District, National Jewelers 
Board of Trade, was held at the offices 
of the organization in the Hunter-Dulan 
building, Dee. 5. Charles J. Strauss of 
the California Jewelry Co. presided in 
the absence of Edward V. Saunders, 
district chairman. 

Owing to conservatism on the part 
of retail jewelers, during the fall 
months, local wholesalers and jobbers 
have found an unusual demand for fill-in 
goods, to take care of the retailers’ holi- 
day trade. This, according to some of 
the leading wholesalers is resulting in a 
shortage in many lines. 

Beginning with the close of the first 
week in December, the out-of-town 
jewelers visiting the wholesale trade in- 
cluded so many, that a list of their 
names would read like a directory of 
the jewelers of northern California. To 
name a few, there were: A. G. Prouty, 
Napa; A. Haas, the Warner Co., Fresno; 
A. J. Wilsinson, Tracy; N. Nielsen, 
Fresno; Harry Hirsh and A. Hirsh, San 
Jose; M. B. Gardner, San Rafael; Tom 
Monk, Sacramento; Ed. Kocher, Ed. 
Kocher & Sons, San Jose: O. L. Paulson, 
Richmond, and buyers of practically all 
the Oakland jewelers. 








J. O. Cox. who has been in the jewelry 
business in Fort Atkinson and Jefferson, 
Wis., for many years. has moved his 
shop to the Black Hawk building in 
Jefferson. 
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Los Angeles 


Alfred O. Smith has purchased the 
store of George R. Blose, 209 S. Hill St., 
as Mr. Blose is in ill health. 

R. F. Reeve and W. L. Wingate, con- 
nected with Oneida Community, Ltd., 
will go East next week, to attend a sales 
conference to be held by the employing 
corporation. 

W. E. Phillips, manufacturers’ agent, 
Title Guarantee building, leaves for New 
York, next Thursday, where he goes to 
attend a sales conference at the Helbros 
Watch Co., 48 W. 48th St., to be held 
Jan. 1. 

A. M. Walker, formerly manager of 
the Los Angeles branch of A. I. Hall & 
Son, Ine., has embarked in business for 
himself and has taken on several man- 
ufacturers’ lines. He has established 
offices in the Metropolitan building. 

Frank T. Burnett of this city, who 
formerly represented the Illinois Watch 
Co. on the Pacific Coast, will act in the 
same capacity for Henry Freund & Bro., 
New York, commencing Jan. 1. Louis 
Freund also will continue covering the 
territory in the interests of his 


same 
firm. 

E. Spothelfer, for many years in the 
employ of Montgomery Bros., as watch 
and clock repairer, has gone into busi- 
ness for himself at the Loew State build- 
ing, where he will do repairing for the 
trade. He also is carrying a line of fine 
imported hall clocks. He styles his shop 
as the Westminster Time Service. 

Two youths were held in $25,000 each 
for trial in the Superior Criminal Court, 
at a preliminary examination before Mu- 
nicipal Judge Stutsman, Dec. 9. The 
youths when arrested had 40 expensive 
wrist watches, 37 diamond rings, besides 
many other articles in their possession, 
the police allege, and they say that the 
articles have been identified by Max 
Matenson, jeweler, at 517 W. Eighth St., 
whose store was entered and robbed on 
Nov. 11. 

A. Cohen, jeweler of San Bernardino, 
was a business caller in Los Angeles last 
week. He made a hurry-up trip to re- 
plenish some holiday lines which he says 
he has already sold out. Among other 
out-of-town jewelers seen here were: W. 
D. Webster, North Hollywood; I. Gerefe 
and H. F. Brandenburg, Glendale; E. D. 
Lange, Venice; A. E. Johnson, Sawtelle; 
Mrs. J. E. Campbell, Brentwood Heights; 
Mrs. E. J. Wiseman, Anaheim; R. W. 
Wilson, Huntington Park; H. K. Lee, 
Montebello, and L. E. Van Gilder, Bell. 

The Better Business Bureau execu- 
tives are busy investigating in Los An- 
geles, improper and misleading adver- 
tising. A word of warning is sent those 
who are found to be violating the tenets 
of the bureau and if this does not suffice 
arrests follow. Friday evening, Dec. 13, a 
representative of the bureau was on the 
radio for an hour and warned listeners- 
in about patronizing dealers who claim 
to be wholesalers and advertise that they 
will sell articles at jobbers’ prices to the 
general public. The broadcaster paid 
especial attention to the jewelry trade. 
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HANDY & HARMAN 








Workers in Gold, Silver and 
Platinum Who Send Us Their 


SWEEPS 


and Other Valuable Waste 
Are Satisfied 
That They Get 


MAXIMUM 
RETURNS 


Our position as America’s leading 
fabricator of precious metals 


Our highly perfected equipment 
for preparing the wasie materials 
for assay 

Our — skilled 


best in the business 


metallurgists—the 


Our 63 years of experience—are 
Your Guarantee 


That the setthement you get will 
include every cent’s worth of value 
that can be found and recovered 
from the materials entrusied to us. 


Send for our bulletin “Refining 
Headquarters” and ask for shipping 


tags. 


HANDY & HARMAN 


Executive Offices 
57 William St., New York, N. Y. 
PLANTS: 
Bridgeport, Connecticut 


Fulton & Gold Sts. 
New York N. Zz. 


125 Richmond St. 


Providence, R. I. 
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LEIMAN BROS. 
PATENTED 
POLISHING 

DUST COLLECTOR 


Thousands in use in all sections! 


Cleanliness of shop and person is no respecter of location 
and so we find these dust collectors in as wide use in the 
West as in the East, in the South as well as the North, 
because they do as they promise—keep the shop clean, 
protect the operator’s health, pay back their own cost and 
create an income for the owner where no income exists 
now. Sure reasons enough for the purchase of one of these 
highly valuable and surely necessary outfits. 





NOW IS THE TIME 
TO GET ONE ¢ 


Costs only a few cents a day for electricity! 
You only pay for electricity according to how much you use 
the rmaachine. The heavier you press on the buff the more 
current will be used, but heavy pressing means a shorter 
run, so it equalizes the expense for current which even for 


the heaviest service rarely if ever exceeds a few cents daily. 


Comes Complete all set up as shown and ready to begin 
work at once! 
Every machine on being completed is carefully tested for 
a half day or more under a strain much greater than it will 
ever be called upon to endure in actual service. It is then 
ready for you—it is shipped out all ready to begin work as 
soon as you receive it—it only being necessary to connect 
the electric wires to the motor. 
You can’t do polishing work efficiently or well with dust 
flying in your face—even a little dust, a very little, daily 
breathed constantly into your lungs is bound to affect the 
most robust in after years because it sticks there and 
accumulates day in and day out. 
Your present walls and ceiling if you have been polishing 
without a dust collector for any length of ‘time will show 
you what your lungs will be like soon. So delay no longer! 
Act today! 


LEIMAN BROS., 23B Walker St., New York 
MAKERS OF GOOD MACHINERY FOR 40 YEARS 
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New 
of Cluses, 


Horological School 
Mont Blane 


building of the 


at foot of 


HERE has been started at the little 

town of Cluses, Upper Savoie, France, 
at the foot of Mont Blanc, an important 
building about which it is timely to say 
a few words. This is a boarding school 
for pupils of the national school of 
horology of that attractive country. 

In France, instruction in horology is 
given in six places of interest. Two 
large national schools, the oldest of 
which is at Cluses which opened in 1848, 
when Savoie still belonged to the king 
of Sardinia. The second is at Besancon 
and was started in 1862 continuing for 
a long time as a municipal school. 

Paris has had a school since 1881. 
Starting as private it became a mu- 
nicipal school in 1910 and is now about 
to become a national school. 

At Lyons is a private school, founded 
through the initiative of M. Boudra in 
1886, and intended essentially to produce 
repairerers but which has become trans- 


formed into a national school and in- 
corporated as the School of Arts and 
Trades. 

At Morez, Jura, the National School 


of Optics and Mechanics has a division 
for large clock making. 

Finally at Anet, a small town of Eure 
and Loir, a horologist of renown, M. 
Belliard, author of several estimable 
works, in 1871, started a school which 
has always been private and which was 
moved some years ago to Dreux by its 
director, M. Gabriel Moreau. 

These schools where one devotes one- 
self to the making of clocks and small 
precision instruments generally enroll 
about 500 pupils. The first two are 
much the more important. 

The one at Besancon, in a large town 
and at the center of intense horological 
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France’s Vational 
School of Horology 


Started When Savoie Belonged to 
King of Sardinia 


production, naturally has greater facili- 
ties for recruiting. It is to be rebuilt 
on an entirely new plan. The one at 
Cluses, which is the subject of this arti- 
cle, is near Geneva and at the center of 


a region which has about 5000 horol- 
ogists or mechanicians, occupied espe- 
cially in making detached and_un- 


assembled parts. 


The principal building of the School of 


Horology at Cluses, was started in 1885. 
It measures about 70 meters front and 
the depth of the left wing is nearly 50 
meters. The total area in this structure 
is about 18,000 square meters. 


NTIL late years the school at Cluses 
normally enrolled about 175 pupils, 
divided nearly equally between the sec- 
tions of horology proper and_ small 





View of the shop in the famous Horological School at Cluses 
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HIGHEST 
PRICES 


That is what you 
want, expect, and will 
receive 


when you _ ship 
your old gold, 
silver, platinum, 
filled and plated 


scrap to us. 








We do not employ 
traveling gold 
buyers. 











Ship direct 


THOMAS J. 


DEE<«CO. 


55 E.WASHINGTON ST. 
CHICAGO 


NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 











MESH BEAD 
BAGS — SLLVERWARE —p 4c 


EXPERTLY REPAIRED AND REFINISHED LIKE NEW 


PRECISE ATTENTION TO EACH DETAIL OF 
REPAIR, SKILLFUL REPLACEMENT OF MISSING 
PARTS AND ORNAMENTS, AND EXACTING CARE 
IN HAND FINISHING, POLISHING AND PLATING 
ASSURES THE SUCCESSFUL HANDLING OF EACH 
JOB REGARDLESS OF SIZE, QUANTITY OR CON- 
DITION. YOUR SATISFACTION IS GUARANTEED. 
WE ARE EQUALLY WELL EQUIPPED TO DO YOUR 


PLATING 


GOLD—SILVER—-PLATINUM—CHROMIUM 


1@ 8. WABASH AVE. SWARTZ & Co. 


CHICAGO 
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Cash for 
Your Scrap Gold 


r 
Turn your old jewelry, polish- 





ings and sweepings into cash. | 
We will assay them accurately | 
and send you a check for the 


full allowance of gold, silver, 





platinum and palladium. 


Spyco Smelting & Refining Co. 


51 South Third St., Minneapolis, Minn. 


























ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 














Demuth Glass Mfg. Co. 


Manufacturers of 


Glass-Hhades for Figures, 
Clocks and Taxidermists. 
89-97 2. 11th St. Brooklyn, N. VD. 


LEARN DIAMOND SETTING ee 


In all f its branches We recommend a residence 
course New York, but where this is not possible, 
we teach every kind of stone setting through corres- 
pondence Our advanced students actually set dia- 
monds for trade Each kind of setting taught 
separately by mail at of $15.00 to $95.00 
per section Write us. 


JEWELERS’ INSTITUTE OF NEW YORK 


48 W. 48th ST., N. Y¥. C. JOHN KRISCH, Instructor 


The 
BELLEVUE:STRATFORD 


PHILADELPHIA 
A Hetel of Distinction 
J. MORRIS ROBINSON, Managing Director 
Affiltated Hotel 
Sherry Netherlands—New York City 
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mechanisms. The increase in the cost 
of living has become serious, interfering 
with recruiting. 

In fact, this being a day school, the 
pupils had to live in the hotels and 
restaurants of the little town. The cost 
per year having gradually increased to 
5000 francs, many families have found 
it impossible to spare that sum. That 
is why the Department of French Tech- 
nical Instruction asked Parliament to 
vote the necessary resources to start a 
boarding school, permitting the reduc- 
tion of the cost of board and room to 
pupils to 2400 francs. 

Thus this boarding school was solemn- 
ly inaugurated in the presence of a con- 
siderable number, including 300 gradu- 
ates from all parts of France, some com- 
ing 700 to 800 kilometers. 

In the course of the official ceremony, 
the director of the school, M. Charles 
Poncet, who has spent his entire career 
in the school and directed it for a score 
of years with ability and devotion, 
showed the necessity of governmental! 
action in order to assure the continued 
advance of the school. The minister, M. 
Andre Francois-Poncet, after having 
traced briefly the history of the school 
assured his audience of the official inter- 
est, an interest which is certified 
eloquently in the beautiful building, of 
which I am giving the following meas- 
urements. Total length of the building, 
70 meters; depth of central part, 11.60 
meters; depth of left wing, 20 meters; 
depth of right wing, 29.60 meters; the 
basement and ground floor completing 
the structure, 16.80 meters wide and 
10.80 meters deep. Total surface cov- 
ered by the building, 1400 square meters. 
Useful surface, including the basement, 
ground floor and four upper stories, 7000 
square meters. Behind the basement is a 
field for football, tennis, bowling, having 
a total of 2000 meters. Each story has 
54 rooms for pupils, equipped with a 
bed, a closet, a seat, and a radiator. 
The total capacity of the dormitory is 
216 rooms. 

The school at Cluses is located near 
the French frontier, which renders ac- 
cess expensive for pupils whose families 
live in the west, the north and the south 
of the country. 

But this fault is largely compensated 
for by the superiority of the instruction 
given in the classrooms and shops, and 
the solidity of that instruction both in 
theory and practice. 

I can not give in these few lines the 
program of study, but I may indicate 
the objects proposed by the director, ob- 
jects which he has planned with care. 


HE school consists of two sections. 

First it produces repairerers, that is 
to say, watchmakers capable of repair- 
ing the important movements of time- 
pieces. 

The second section, called the indus- 
trial section, produces: (1) Horologists 
destined to manufacture timepieces and 
especially horological mechanicians. (2) 
Electric horologists. (3) Mechanicians 
for the manufacture of electrical ap- 
paratus and precision instruments. (4) 
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Mechanicians for the making of tools, 
machine tools, motors, ete. 

By this enumeration one sees that the 
school does not have a program based 
on that of the Swiss schools, which has 
been adopted at Besancon, and which is 
natural in regions of intense production. 
We know that in these schools there are 
two sections, but these sections are taken 
first by practical students for three 
years and second by technical students 
for four years. 

At Cluses, the length of the course 
of studies is actually three years for 
both sections, but a fourth year is of- 
fered for those who wish to complete 
their theoretical and technical education 
in view of filling the higher positions in 
the industry. 

It is well to note one essential point. 
The school at Cluses carries out in its 
shops the actual manufacture of models 
and the tools for constructing them. 
These models and tools may be recovered 
by the makers. This way of preparing 
young men for the part they are called 
to play in the horological and mechanicai 
industries is at least original and reason- 
able. 


ERHAPS it may be interesting to 

note that the school is open to young 
women. It has always been since it 
opened in 1849 with 12 boys and 12 girls. 

Foreigners are admitted on the same 
basis as residents of France, but they 
are always required to pay for instruc- 
tion (which is free to the French) at 
the rate of 1200 francs a year. 

If the school at Cluses has today risen 
to an enviable position, it must be large- 
ly due to those who have directed it 
with intelligence and foresight. 

M. Charles Poncet, its present direc- 
tor, has served for 20 years. Before 
becoming director, he was chief of the 


shop, serving from 1892 to 1908. 
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His immediate predecessor, M. Jean 
Lavaivre, under chief of the shop for 22 
years, had filled the directorship from 
1898 to 1908. At that time he resigned 
to establish himself at Chamonix of 
which he is mayor and of which he has 
made, by his activity and ability as an 
organizer, one of the most prominent 
places in France, beautiful in both sum- 
mer and winter. M. Lavaivre has never 
ceased to support the school with his 
active interest. 

The predecessor of M. Lavaivre was 
Emile Peltre, who was director from 
1889 to 1899, after having been under 
director three years and professor of 
theory for 21 years. 

The first director was the celebrated 
horologist, Achille Benoit, called to or- 
ganize the school in 1848 and remaining 
as its head until 1889, the date of his 
retirement. 

All of these chiefs were masters of 
their profession, which explains the pro- 
gressive and harmonious advance of the 
school, which always has been in the 
first rank of professional instruction. 


HE inauguration exercises of the 

boarding school, in which I was happy 
to be of assistance, have had something 
characteristic in that the horologists of 
the whole of France are sympathetically 
united around the French Minister of 
Technical Instruction. 

I wish to say, in closing this article 
that the little village of Cluses, with its 


2500 inhabitants, is of itself full of 
charm. An excellent view by M. Fred 
Marchand is shown below. 

This view shows the surrounding 


country which is picturesque. It is sur- 
rounded by mountains easily accessible 
and agreeable and about 2000 to 3000 
meters high. 
At first glance one sees at the right 
(Continued on page 84) 





General view of Cluses in Upper Savoie, France 
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United States 


Issue of Dec. 


1,738,561. EXTENSION 
G. CARLSON, Riverside, , assignor 
Speidel Chain Co., Providence, : 
Filed June 15, 1928. Ser. 285,7 
claims. 

In a wrist watch 
vice comprising a _ plurality 
sections hinged together to 
another, of said sections having al! 
ing therethrough, a spur on a second se 
positioned to extend through said opening, 
said spur being struck up fron sheet 
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extension 
metal 
folded one on 
open 
tion 


an 
of 


strap, 
sheet 
be 


one 


£7 Lb SSE wa 


2 é 2. 





longi- 
its 
aid 


generally 
presenting 
edge ' 
connection to 


lying in a plane 
of the section and 
edge for cooperating with the 
opening remote from the hinge 
hold the together and aligned in 
folded position, and a third section having 
depending within which other 
tions nest in folded position 


stock and 
tudinally 


of 


sections 


sides said sec- 


when 














1,738,579. WRIST - WATCH FASTENER 
HENRI AUGUSTE HEUGAS, Pari France 
Filed Nov. 9, 1927, Ser. 2 2.176, and in 
Luxemburg, M: rch. 25, 1 4 claims 

A strap fastener for wrist watches com- 
prising a pair of hinged overlapping hook 
members, means for moving said hook mem- 
bers to an open position, a spring latch on 
one of said members, a plurality of latch 
receiving means on the other of said mem- 


bers, and means including a cam operated by 
one of said latch receiving means adapted to 
cause said latch receiving means and said 
latch to automatically interlock when said 


members are moved to closed position. 
‘ELET CLASP FOR WRIST 
oS. Jack J. FELSENFELD, Brook- 
Filed March 13, 1926. Ser 
claim. 
of sheet 


outel 


comprising spaced 
mnecting 
perforations to 
and form 
thereof in 
having 
and a 
ot 
in- 


metal 
walls; a 
said walls having 
permit the insertion of id strings 
an anchorage for the knotted ends 
concealed position; said outer wall 
an inturned unyielding gripping lip; 
non-resiliently bendable blocking portion 
weaker construction than said lip and 


A clasp 
inner 
web for 


CTOSS -4 


be: 





and extend- 
wall; and 
free ends 
and sub- 
bend- 
por- 


lip 


unyielding 


tegral with said 
ing inwardly and over said inner 
said inner and outer w: ills at their 
being relatively resiliently bendable 
ject to reinforcement against separable 
ing by a non-resilient bending of said 
tion of weakened construction. 


ORNAMENT. 

R. I. Filed 
Ser. 221,209. 1 claim. 
An ornament comprising a middle 


L. R 
22, I! 


ISAAC 
Sept. 


1,738,613. ICE 
Providence, 927 


artificial 


pearl with a metallic stem extending there- 
from, a plurality of smaller artificial pearls 
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at each side of the middle pearl arranged 
ymmetrically and with the smallest pearl 
ost distant from the middle pearl, a metal 
tem fixed to each of said smaller pearls 
vith their extremities soldered together and 

Idered to the stem of the middle pearl, se 
ondary ornamentation formed in halves, each 
half consisting of leaves and covering one 
ide of the point of soldering attachment of 
the stems, and an eye formed from the stem 
of the middle pearl by which the ornament 
as a whole may be suspended 
1,738,643 WATCH SUPPORT. ERNEST G 

DANN, Chicago. Filed Aug 13, 192 
Ser. 50,065. 1 claim. 

A desk facility comprising a shell of rigid 
material open at the bottom and providing 
a top plate and depending inal flange, 
said flange having a slot open at one end and 
extending close to the top plate to receive 
the tem of a timepiece, the upper portion of 

7 (& 
aid top plate having a circular opening de- 
fined by an inturned flange adapted to suit- 
ably space a timepiece beneath said opening 
a stud provided at a central point beneath 

iid top plate, a spring mounted on said stud 
und adapted to engage said timepiece to posi- 
tion the same with its dial exposed beneath 
aid circular opening. 

DESIGNS 
80,082 SPOON OR SIMILAR ARTICLE 
EpwarD HoLMeEs, Glastonbury, Conn 
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Filed Sept. 16, 1929. Ser. 32,768. Term 

of patent 7 years. 

United States Trade-Marks 
Issue of Dec. 10, 1929 

The following trade-marks are published 
in compliance with Section 6 of the Act of 
Keb. 20, 1905, as amended March 2, 1907 
Notice of opposition must be filed within 30 

days of this publication 
Marks applied for under the 10-year “pro- 
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ire re il I ! t I 
( LUS¢ (b) « Se \ 
ded I » 18, 19 
\ rovided by ser = \ct 
S10 | i Y ? 
! mn 
Sel ‘ i44 ] I IK « BD . IN¢ 
New Orleat | KF iJ 18, 1 , 
lor Jewelry Cor 2 Pe Ne ices 
nd ¢ tun J el ( 2 f Any Ar 
ticle of Jewelry for Personal Wear Made of 
Any Kind of Stone Copied from an Old 
Kashioned Style 
Claims use since June 1, 1929 
Ser 291,223 INTERNATIONAI SILVER Co., 
Meriden and Bridgeport, Conn. Filed 
Oct. 18, 1929 
ARISTOCRAT SILVER PLATE 
No reg ristration rights are claimed for the 
words “Silver Plate’ apart from the mark 
shown in the drawing 
For Silver-Plated Flat Tableware 
Claims use since Oct. 11, 1929 
Ser 291,224 INTERNATIONAL SILVER CoO., 
Meriden and Bridgeport, Conn Filed 
Oct. 18, 1929. 
CAPITOL SILVER PLATE 
No registration rights are claimed for the 
words “Silver Plate’ apart from the mark 
shown in the drawing 
lor Silver-Plated Flat Tableware. 
Claims use since Dec. 1, 1926. 
Ser. 291,379 Mack M. BURNSTINE, St. Louis, 
Mo Filed Oct. 22, 1929 
For Finger Rings, "Watch Chains, Neck 
Chains, Ornamental Pins, Lockets, Bracelets, 


TELOLOVE 


Stick Pins, Lavalieres, Cuff Links, Brooches, 
Necklaces, and Pearl Strands 
Claims use since July 10, 1929. 


Trade-Mark Registrations Granted 


265,053 NECKL£ CES, NECK CHAINS, 
WATCH CHA INS PE NDANTS, LA- 
VALIERES, AND EAR ORNAMENTS. 
C. Ray RANDAI L & Co., North Attleboro, 
Mass. 

Filed July 3, 1929 Ser. 286,589. PUB- 

LISHED SEPT. 24, 1929. 
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264,910 WEDDING RINGS STANDARD 
RING Ce Bostor Mass 
“ile zy Se! 288,158 PUB- 
LINGS PILGRIM WeED- 
ew rK 
}28 Ser. 276,328. PUB- 
PRINTS 
12,242 Title WHE — IT’S A $5 GIFT 
OR A $5,000 GIF For Jewelry and 
Silve1 ‘ BLACK STARR & FROST- 
GORHA) IN¢ New York Published 
Oct. 1 1929 


Issue of Dec. 3 (Continued) 


TRADE MARKS 


Ser, 290,358 BENJAMIN & EDWARD J. GROSS 

Co., INnc., New York. Filed Sept 28, 

For Finger Rings and Mountings Therefor. 
Claims use since sept Zt 1929 


BOUQUET O'LOVE 


Ser. 290,361 BENJAMIN & EDWARD J. GROSS 
Co IN¢ New York Filed Sept 28. 
For inger Rings and Mo unti ngs Therefor 
Clain se since Sept. 26, 1929 
Sei 90,3¢ BENJAMIN & Epwarp J. Gross 
( IN« New York. Filed Sept. 28 
For Finger Rings and Mount Therefo1 
( n ‘ nee Sept. 26, 1929. 
Ser 0,3 Br MIN & EDWAI J. Gross 
( I New York, I dad Sept 28 
For ger Rings and Mountings Therefo1 
inte use since Sept. 26, 1929. 
Trade Marks Registered Not Subject to 


Opposition 


264,801 (CLASS 28 ee ee AND 
PRECIOUS-METAL WAR ) THE Hap 
LEY Co., co Provi dence, as Filed 
March 1929. Ser. 280,253 





"TRIFOLN 


Clain ise since August, 1927 

264,809 (CLASS 27 HOROLOGICAL IN 
STRUMENTS.) THE NEW HAVEN CLOCK 
Co... New Haver Cont Filed Oct 19 


109° Sey 7 


274,014 


CENTRAL STATION 


Claims uss nee Oct. 10. 1928. 


Trade-Mark Registrations Renewed 
5,903 CERTAIN NAMED SILVERWARE 


Registered Dec. 19, 1899 GORHAM MF 


Co., Providence, R. I Renewed Dec. 19 
1929 

76,513 SAPPHIRES. Registered Jan. 2 
1910 L. HELLER & SON Nenewed Jan 
2 130, to L. Heller & Son, Inc., New 
Yor} uccessor. 








S. S. Sloan and K. Farinholt, formerly 
with D. Buchanan & Son, have formed 
a partnership and opened a store of 
their own at 117 E. Broad St., Richmond, 
Va., in. the new Broad-Grace Arcade 
building. 
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Notes from the Capitol 


Argument was held before the United 
States Court of Customs and Patent Ap- 
peals in cases Nos. 3252 and 3254 of the 
United States against Raunheim, Inc. 
in connection with importations of pearls, 
beads and jewelry. Ralph Folks repre- 
sented the government and Thomas M. 
Lane appeared for Raunheim, Inc. 

* * + 

The Senate spent almost all off last 
week again on the tariff bill without 
making very much progress. It is still 
the belief of those who have followed 
the situation carefully that it will be 
the middle of January or early in 
February before final action is taken by 


the Senate and the bill sent to cor 
ference. 
x * * 
President Hoover stated at his semi 


weekly news conference the latter part 
of last week that reports reaching him 
from the Department of Commerce and 
other governmental agencies indicate 
that Christmas buying is larger thi 
year than it was last year at this time. 
He stated that while in localities 
the buying was not so good in others it 
was far better 


some 


ca * — 

A delegation of New England ex 
porters and other business executive 
recently paid a two day visit to the 
Department of Commerce to acquaint 


themselves with the objectives and fun 
tioning of the Department. One of the 
topics taken up at the meeetings was 
“The Relation of Government to Busi- 


ness,” addresses being made by various 


officials of the Department. 
* * * 

The Bureau of Labor Statistics, D: 
partment of Labor in connection with i 
cost of living study of 506 families of 
Federal employes in five cities last yea 
ascertained that more than two-fifths of 
these families were buying one or more 
articles on the installment plan. The 
amount of income has apparently no 
relation to the disposition to make pur- 
under this method of payment 


tk oe ee 


chases 


A revised list of publications on d 
mestic trade, issued by the Bureau of 
Foreign & Domestic Commerce, has just 
been released by the Domestic Commerce 
Division of the Department of Com 
merce, and is available upon 
without charge. The list includes pub- 
lications of the Domestic Commerce: 
Division, the commodity and technical 
divisions. Included in the lists are 39 
reports which are available from the 
issuing office upon request without 
charge and 57 available at a 


request 


nominal 


price based on the estimated cost of 
printing. x * & 
The weighted index number of the 


Bureau of Labor Statistics, Department 
of Labor based on information collected 
in leading markets, with wholesale 
prices in 1926 at 100 stood at 96.3 for 
October of this year. This compares 
with 97.5 for the preceding month, and 


97.8 for October of last year a decrease 
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of 1% and 1% per cent respectively. 
3ased on these figures the purchasing 
power of the dollar in October was 103.8 
compared with 100 in 1926. 








Gleanings 

The police of McComb, Miss., recently 
placed under arrest two men, one a 
lawyer, charged with the robbery of the 
L. W. Alford jewelry store on Armistice 
Day. Opening his store to provide a 
“customer” with glasses on an urgent 
telephonic request, Mr. Alford was held 
up at the point of a gun, robbed of $2,000 








worth of watches and diamonds, and 
then bound and gagged. The McComb 


authorities expect to try the men dur- 
ing the March term of the county court. 

A slight increase in net earnings of 
the Elgin National Watch Co. this year 
over the $1,846,067, equal to $4.62 a 


share on 400,000 shares of capital stock 
in 1928, will probably be shown this 
year, according to DeForest Hulburd, 


president of the company. He predicted 
that the directors’ meeting Dec. 23 will 
make a Christmas gift of an extra cash 
payment to stockholders. Last year the 
extra of 4 per cent amounted to $1 a 
share. The capital stock is on a 10 
per cent basis, paying $2.50 a year, a 
dividend requirement of $1,000,000. 
Rumors of substantial curtailment in 
employes forces were denied. Annual 
inventory and vacation closing at the 
plant begins Dec. 24 to continue 12 days 
to Jan. 4. 

At a meeting of the board of directors 
of Lemon & Son, Inc., Louisville, Ky., 
last Friday, officers were named as fol- 
lows: President, C. M. Bryant, to fill 
the vacancy caused by the death last 
summer of Brainard Lemon, Mr. Bryant 
having previously been vice-president, 
and for a number of years with the com- 
pany; vice-president, Mrs. Mary Lemon 
Tyler, daughter of the late president; 
secretary-treasurer, Miss Blanche D. 
Craig. Mr. Bryant will look after the 
management of the Fourth Ave. 
general jewelry store. Mrs. Tyler will 
be general manager in charge of the 
Lemon Silver Galleries division. 


active 








France’s National School of Horology 
(Continued from page 81) 


straight pass 
through which run close together the 
railroad and the road to Chamonix. 
One sees the banks of the Arve, a tor- 
rential river, which carries to Geneva 
and the Rhone the troubled waters from 
the glaciers of Mont Blanc, the highest 
peak in Europe. 

Seen in the lower part of the picture 
by the dam, is the famous Carpano 
cutter factory. 

In the back at the left of a large street 
which cuts across the scene, may be seen 
the buildings of the Horological and 


a valley having the 


Mechanical School. 


The boarding school, which has been 
inaugurated, is distinguishable by its 
imposing structure. 
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$6 


Special Notices. 


Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
Additional words, 5c a word. 
10c. minimum 


25 words. 
Heavy type, 
charge $2.50. 
Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 
Display cards, $7.50 per inch. 
If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 
Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 
Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 
Special notice forms close Tuesday 4 P. M. 
Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 
In answering ads, do not enclose original 
letters of recommendation, send duplicates. 
To avoid unnecessary correspondence 
kindly mention location in advertisement. 


a word; 


Jewelers Publishing Corporation 


Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 50c. for first 25 
words, 5c. for each additional word; 
minimum charge, 50c. 


THE JEWELERS’ CIRCULAR 





WATCHMAKER, A-1 mechanic, capable 
estimating and taking in work; also p 
engraver ; references ; South preferred Ad 
dres “L., 497,” care Jewelers’ Circulal 

HUB CUTTER, expert on ladi« 1 gent 

‘ ve 1 y \ 
Ss 42 cal Jeweler Circular 


EXPERIENCED WATCHMAKER 
gerade wort Swiss ind Amel t D 
time or steady food salesma fers 


Hite, 3 West 101st St., New Yor 











CERTIFIED WATCHMAKER | , ve 
xperience pen for position nee 
t £ ! re | 7 
dre \ S9 care 
SAI SMAN l g jol ! 1 | 
Midd West. 1 ‘ de hite 
or platinum 1! nti ‘ ( 
\ddre 1 . ‘ r 


WATCHMAKER 
prefer New York or \y \ 
ences \ddres ‘| } care Jewe 


WATCHMAKER, 
enced ! the 
pair shop 
624,” care 





Lood rie 
inage el 
wishe p 
Jewelers’ Cireulat 


FIRST $60 OFFER and permanent position 
gets expert engraver only, or any com- 
bination you need, watches included; South 
preferred. Address “C., 268,” care Jewel- 
ers’ Circular. 





WATCHMAKER, 18 years’ experience d, 

married; accurate; capable of repairing 
railroad and wrist watches; reliable: best 
references; permanent only Address ‘“X., 
364," care Jewelers’ Circular 











platinum worker, 


JEWELER, first class 
Address “H., 471,” 


wishes steady position 
care Jewelers’ Circular. 


STENOGRAPHERS, bookkeepers, typists, 
clerks furnished, no charge. Fulton Agency, 
93 Nassau St., Cort. 5051, New York. 

GRADE WATCHMAKER, 

; 14 salary $55 per 


Jewel 


quick 
week 


ers’ Circular 


HIGH 
worker, Sw , 44 
Address “O »8O0,”’ care 


FIRST CLASS WATCHMAKER desires posi 
‘leveland, Ohio; best of references 


\ddres Tin 91,” care 


t " 
or ( 


Jewelers’ Circular 


IN NEED of good man, writ 
Henry Paulson & Co., 37 S« Wabash 
Ave., Ch igt Il] 





SITUATION WANTED; young man, 23, 
experienced in credits, collections, displays, 
ete., open January 15th. Address “B., 
336,” care Jewelers’ Circular 

SHIPPING CLERK, years’ experience with 
full charge of department, packing and 


post and express. Ad- 


shipping; parcel 
care Jewelers’ Circular. 


dress “D., 404,” 





WANTED, POSITION as watchmaker; 20 

ars’ experience; all tools: come at once 
iress “Watchmaker,” 3945 Lincoln Ave., 
roit Mich 





N 
Ace 
Det 


JEWELER AND DIAMOND SETTER, 14 
years’ experience on all classes of work 
and some platinum manufacturing Ad- 
dress “M., 499,” care Jewelers’ Circular. 





SALESMAN with extensive following in New 
England desires manufacturer’s line to re- 
tail jeweler; best references. Address “H., 
494,”" care Jewelers’ Circular. 





SALESMAN, 
department 
Middle West territory 
nect with a manufacturer 
liable, 481,” care Jewelers 


g long acquaintance witl 
buyers, retail jewelers 
would like to con- 
Address “Re- 


Circular 


havir 


store 


PLATER, thoroughly experienced in all fir 
can make and maintain all solu 
lacquering and polishing; 12 vears’ 
Address “‘A., 483,” care Jewel 


ishes, 
tions 
experience 

ers’ Circular 





ASSISTANT DESIGNER of fine diamond 
jewelry, several vears’ experience, would 
like a position in New York: will consider 
out of town Address “A., 486,’ care 
Jewelers’ Circular 





experienced with large fol 
jobbers in New York 

connection with repvutabl« 
gold filled jewelry 


Jewelers’ Circular. 


SALESMAN, 
lowing among 
Fast wants 
manufacturer of gold or 

Address “L., 531,” care 





JEWELRY STORE MANAGER, high class, 
15 years’ executive experience including 
financial ; age 40, married; salary $100 per 
week. Address “X, Y. Z 521,” care 
Jewelers’ Circular 





POLISHER AND COLORER, wants steady 
worl make and maintain all solut 
vears of experience will go anywhere 
references Address “A., 578,” care Jewel 
ers’ Circular 


SALESMAN, having first class 
York City and nearby for 
wishes to connect with good watch fir 
best of references Addres 572 

’ Circular 


ENAMELER, one 
enameling: a 
worker 
your 
gi 


who knows technique of 

dependable and _ energetic 
ability to manage; this is 
anywhere Address 
Circular. 


with 
opportunity £0 
576,” care Jewelers’ 





1929 


December 19, 





permanent pos 


W vateh mporter ; capable of 
g ‘ repair department best 
‘ I ( Gt man, 1470 Carroll 


WATCHMAKER first clas mechal ae. 
experience open to 1 posit I ! 
re capable of taking 
! be ré rences \ddre X 
0,’ ! Jewelers’ Circular 


YOUNG MAN, married, wishes positi« Jan 
ry Ist jewels stone setter clock re- 
t al do me engraving best of 
eference fro present employe 4. E 

I t, 20 Tietjen Ave Kingston, N. ¥ 


rIRST CLASS WATCHMAKER, experienced 


Geneva movements, baguette and con 
ited watches; Al reference from high 
icerl J Carre Apt 


New York cor 


W. 111th St., New York 





YOUNG MAN, 19, one ear’s experience, in 
‘ ep department, wishes position 
vitl opportunity to continue learning 
vatch? ! trade best references John 

( I OS West 114th St., New York 





‘APABLE salesman and _ watch 


er, desires position in either capacity, 
h high grade store handling best for 
ZI nd domestic watches Address “H 
¢ re Jewelers’ Circular 


SALESMAN, and bunch 
January lst; extensive fol 
vears’ experience; only \-1 
mcerns need reply Address 
J. H. G., 608,” care Jewelers’ Circular 


DIAMOND loose 
gs, available 
owing 1 


established c« 


SALESMAN with following among large re 
t stores and credit jewelers in New York 
and vicinity, Wishes to connect with i 
reputable watch or jewelry concern Aa- 
dress “A 594,” care Jewelers’ Circular. 





stenographer, 


BOOKKEEPER, _ secretary, 
t position 


horoughly experienced, desires 
with diamond importers: can take 
stock and records; best references 
ddress “E., 598,” care Jewelers’ Circular 


charges 





WHO man, 27, 
handling 

watch- 
Jewelers’ 


CAN USE services of 
Christian, educated, 
of records, typist, 


\ddress 


voung 
understand 
knowledge. of 
work “>... G3z. Gam 
Circular. 


BOOKKEEPER 
competent, willing, 
jewelry 
and 
ire Jewelers 


AND STENOGRAPHER, 
take full charge eieht 
experience; knowledge dia- 
jewelry. Address ‘“N., 630,’’ 
’ Cireular. 


years’ 
monds 








WATCHMAKER, experienced on all makes 
of high grade, and wrist watches: also 
clocks and jewelry repairing salary of! 

ymmission Address eg. 629,” care 
Jeweler Circular. 

YOUNG LADY, six years’ experience detail 

work, watch house, desires position with 

iable watch or jewelry concern; best 
references Address “B., 619,” care Jewel- 
ers’ Circular 

YOUNG MAN, 26, ten years’ wholesale ex 


perience watch and diamond jewelry firm, 
desires connection with reputable organi 
zation: best references furnished Address 
“P., 633,” care Jewelers’ Circular 





HIGH GRADE platinum jeweler, have 
knowledge of entire jewelry line, would 
like to communicate with a retail jewelry 
firm that is contemplating installing shop. 


Address “F., 623, care Jewelers’ Circular 





SALESMAN with a big 
West, a business getter of 


following in Middle 
* good reputation, 





now in New York, wishes to represent a 
substantial concern. Address “D., 621,’ 
care Jewelers’ Circular. 
SUPERSALESMAN, nine years’ Eastern 


traveling experience, well acquainted job- 
bers, premium, syndicate and department 
store buyers, open for immediate engage- 
ment. Address ‘‘Well-Known, 277,” care 
Jewelers’ Circular. 


comple te 




















December 19, 1929 








THE JEWELERS’ CIRCULAR 








SITUATIONS WANTED—Continued 








WATCHMAKER WISHES POSITION at 
once or January list; first class workman, 
all sizes and grades, Swiss and American 
watches ; have tools and references. 
“Watchmaker,” 124 Shillito Place, Cin- 
cinnati, Ohio. 


SALESMAN, extensive following, large and 
small towns, Middle West, South and Pa 
cific Coast, desires connection; highest 
references; would entertain territory 








headquarters Address “Z., 240,” care 
Jewelers’ Circular. 

Al JEWELRY DESIGNER imple maker 
on ring able t eate original lit ra 
models for casting r toolroon wax d 
| desires p ! New York City ret 
‘ ‘ Address J 568,” care Jewelet 
Circular 





curate neat LSS < 
flic routine ike charge tock hor 
oughly experienced furnish excellent ref 
erence Addr "y 7 care Jewelel 
Circular 
YOUNG MAN, fi vear jewelr elling 
experience, eek position as junior sale 
n to wort \ I nad under en sales 
1 n far r with Middle West territor 
\-1 refer ‘ Addres ‘I 74 ( ( 
Jewel Circular 
SALESWOMAN,. experienced wholesale, re 
tail, some following, seeks connection with 
verware or jewelry concern capable 
taking complete harge ilesroon reliable 
trustworthy \ddres vas 9 care 
Jewelers’ Circulat 





ENGRAVER AND 





manent po with first ( re ] 
tore, January t 25 vear expel ice 
! rried: excellent reference tate full 
particulat n reply Louis A. Frauenhoff, 
720 ] Fayet St Aurora, Ill 

WATCHMAKER, experienced on Swiss and 
American watches young man, no stu 
dent: no bad habits; steady worker con 
petent desires permanent job or trade 
work Address “O., 606,” care Jewelers 
Circular. 

SALESMAN, with ability and good follow 
ing for nported watch line past five 
yvears trave ng Ohio, Indiana Lllino 
Kentucky, and West Virginia; desires co! 
nectiol tarting January \ddres “"S 
600 care Jewelers’ Circular 

YOUNG LADY trustworthy, capabl 
thorough knowledge. diamond mporting 
business, desire position with reliable 
ic elry ri l bookkeeper! ste FS 
raphe! be fe ces Addres G gg 
care Jewele ( lar 

YOUNG MAN 23, emploved at present 
wholesale diamond ottice experienced 
eel pe t \ I FS te p rtunit s 
with larger co1 el oO! n r 4 i Ve 
store Address “T., 635,” care Jewelers’ 
Circu 


CONSCIENTIOUS YOUNG MAN | neat 








ppearance, with jewelry experience, d 
( I with reliable diamond 
establishment salary econdary \-1 ret 
erences fur! hed Address “H., 625,’ care 
Jewelers’ Circulal 
BOOKKEEPER STENOGRAPHER, ex 
it both, mar veal full charge realize 
portance re ing employer all deta 
horou competent and dependable 
highest 1 nce Addre “K., 622,”" care 
Jewele! Cir 





SALESMAN with following amongst ett 
class retailers and jobbers ! New Yorl 
City and Eastern cities, desire connectio1 
with fine watch or diamond jewelry house 


commission or salary Address ‘‘A 634,” 
care Jewelers’ Circular 





FOREMAN, high grade platinum jeweler, 
desires position as headman or working 
foreman; can make anything in platinum 
line; can take care of men, give estimates, 
alter designs for special orders, and 
creative have best of references 
Address 505,” care Jewelers’ Circular. 


some 


ability ; 
©. 








SALESMAN, 


pleasing personality, intelligent 
and plenty j 


of energy; 15 years’ 


perience have sold 300 of the dir 
jewele and department tores in Penn- 
Vivania, Ohio, West Virginia and Michi 
ran Address “R., 586,” care Jeweler 


Circulat 











SALESMAN, many years in ter! 
tory, close acquaintance vi ! 
chant towns 8000, and l lares cit 
wants up to the minute i 
line ! objection to new ne can pusl t 
Lver¢ \ddres “S., 587 care Jewe 
Circular 

MANAGER, 01 watchmaker jewele a 
mond etter. window trin r credit 
plendid salesman, thorough! fan 
all departments, age 34 best f refer 
ences, 15 year of experience, wishes to 
ma ke changes bx Januat 1 \d 
“H 164,"" care Jewelers’ Circular. 


WATCHMAKER, 15 vears’ experience « 
high grade Swiss bracelet nd American 
railroad watches, wants a pe! nent p 
tior Where high grade repairing ip- 
preciated can furnish best reference 


‘Watchm 
lerick, 


uker,” 312 
Md 


Nortl 





JEWELER, ENGRAVER, and stone ette1 
i good steady and reliable workmat! re 
tail store South preferred; married 
nish best reference neluding present e1 
ployer who is retiring: give full particu 
lar Address “V 615 care Jewels 
( culat 


KNOWN 





WATCH 





veal road experience, open for Pa 
coast representation; prefer nationally ad 
vertised Swiss watch line Will conside 
other legitimate lines: com ior I 
only excellent references Addres ‘'B 
96," care Jewelers’ Circular 





JEWELRY SALESMAN, open January Ist, 
1930; Middle West, South and Coas?; 
well acquainted with better trade. W. 
H. Gregory, 74 Renshaw Ave., East 
Orange. N. J. 


SALESMAN, at liberty January 1st, for oné 
large reliable line; have sold all the very 
best trade in whole South and T a4 
1S years and have excellent V £ 
have sold mountings, diamond eg d 
rings, silverware and watche very 
references Address “S., 61 


Circular. 





NG MAN, eight vears’ ex perience 


YO! 


issistant manager; salesma! witl Sw 
watch importer, thoreus \ 

with office routine picking nd fo 

up orders, supervision of watchmaker 
and knows materials honest ane 
entious worker best of relerence Ad 
dress “Y., 617,” care Jewele1 Cir 





MANAGER AND BUYER, 16 years’ exper! 


ence as manager, buyer, advertising and 
collections; thoroughly understand every 
department of instalment, merchandising 
ind collections; highest references as t 


ntegrity and ability: only permanent pos 
: ; 





tions considered; South only Addre 
Fred B. Lee, 208 E. Cheeves St., Florence, 
a © 
A\LESMAN \ I Weisbard Wi l € 
ep! ented n Midd West t I I 
unt January, 1926, Arlington Con 
Wor . manufacturers of hair ornament 
nd jewelry novelties, calling on the 
jewelry and department tore rad 
desires connection for 1930 with reputable 
concer! intelli ind sale ability Can 






ached at Ave., New Yor 





YOUNG MAN, southerner, thoroughly ex- 
perienced in retail jewelry selling, and 
two years’ road experience, desires 
traveling connection January Ist with 
high grade firm; watches or sterling 
silver preferred; best references and 
well known to southern trade; em- 
ployed at present. Address “K., 496,” 
care Jewelers’ Circular. 


| 

















PRODUCTION MAN, foreman vitl many 
years’ experience in variou ranche of 
the jewelry trade, i pe! n ediate 

nnection ha ng | i cl : Pp al 

of ring mountings of de riptior 
progressive man capable I originating 
new ideas, organizing plant nd re 








cha 
Jewelers’ Circulat 





SAM JACOBSON of the Kraus Co., 
Newark, desires connection with manu- 
facturer or jobber; capable of handling 
additional $100,000 business; only 
houses oi high repute need reply. Ad- 
dress all mail, Room 606, 291 Broad- 


way, New York. 








Lines Wanted. 


5c. a word; minimum charge, $1.25 











WANTED, platinum, goid ring and mount- 
ng line, for western state mmission 


references exchanged Addres asi > OF 

28,”" care Jewelers’ Circ I 

SALES ORGANIZATION sell 
manufac ] 


large I! 
desires 





ng to jobbers, 
alment users, 
juarters, Chi- 
. 287, 2106 





turers 
lines for 
cago, Ill 


Heyworth 


ana 


1930 He: 





lar 8 








MANUFACTURER’S 
Pacific Coast commission basi 
covered territory many years; 
following; good ref 


7 care Jeweler Circular 


WANT 


rences 








IryXy YOU MAKE a white gold ring re rf 

erit a capable salesmal oO exp ed 
New York and \ Vill tal S 

i side ine Addre J 67 eal Jewe 
s’ Cireulatr 

WANTED, MANUFACTURER’S LINE f 
Ilverwal or novelties ‘ ! t jiobbe 
nd department stores in New York City 
on ission ba \ddre P., 607, re 
Jewelers’ Circular 








MANUFACTURER'S REPR 
with well lished fice de es ld 
tional re manufa ire ‘ ‘ V 
high grade prop tion ec red. Address 
J 60 ’ cal Jewelers’ Ci ir 

SALESMAN with an established ret n 
t hroughout the Middle West, a p 
roducer, eel ul 1dd ona t é 

Add ( t 


Jewelers’ Circular 


SALES ORGANIZATION desires lines 
from manufacturer selling direct to in- 
stalment trade. Harry Lesch, 1104 
Heyworth Bldg., Chicago. 





WANTED, line fine popular priced platinum 


goods or white gold; territory West and 
South of Chicago; have unusually large 
following; covering territory steady past 


Jewel- 


20 


ers’ 


years. Address 510, 


Circular. 


“ 
Q., 


care 








WANTED, FINE LINE 1 d jewelry 
or platinum line, in conju n with f t 
ne of Chinese jewelry ! fir iss 


ouses wi , 
Philadelphia, Baltimore, Washing 
Addres “- 5 Pus l i 
Circular. 


Boston, 


ton 





costume jewelry 
himself calling on 


Middle West, 


ISMAN, in wholesale 


Ity business fo1 





l rade jewelers, South, 

t, desires to make a change n- 
t only n large reputable lines on 
concerns available January, 1930 Ad 
dress “D., 558,” care Jewelers’ Circular 





(Special Notices continued on page 
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Specia 


(¢ ed 


1 Notices. 


om page si) 








Hide Lines. 


5c. a word; minimum charge, $1.25 





SALESMAN to car ne of sterling ve 
flatware 01 commissio1 tate territory 
Address “S 61( ire Jewe rs Cireu } 

WELL RATED FIRM has fast selling dia- 


mond wedding ring line; low priced; state 





territory and references. Address ‘“‘L. 
439."’ care Jewelers’ Circular. 

ALL TERRITORIES OPEN: also Metropol- 
tan 10 plus bonus; no advances, no 
drawings references investigated: real 
amber beautiful goods; little competition 
Addre “J., 477,” care Jewelers’ Circular. 

WATCH SALESMEN exceptional oppor- 
tu wit] ng established popular priced 
Sw } ‘ wit following pre 
ferred ray ‘ nt Address a 
S re Jew rs’ Circular 





CHARLES M. LEVY & SON, 40 West 
48th Street, New York City, has open- 
ing for real salesman, Southern terri- 
tory, to sell their complete line of 18k 
white gold wedding rings direct to the 
retailer. 








Help Wanted. 


5c. a word; minimum charge, $1.25 











SALESMAN represent established whole- 
sale jewelry house; traveling Southern 
State Address “A., 335,” care Jewelers’ 
Circular 

BOOKKEEPER, STENOGRAPHER, capal 
to ta } office experience nece 
il Fs Addre ‘Ik ( 

e Je ( 

WANTED xp é esl é s 
territories o] ): giv 
of vour XJ Wat ( ! 

Att M 

SALESMAN t repre d tablished 
manufacturer throug he Middle West 
ommission ba ] m and white gold 
popular priced ne novelty side line 
Addre a 628 ‘ e Jeweler Circulat 

SALESMAN o handle moderately pi ced 
ne of r plated sa ind pepper shaker 
on ¢ ” only Southern ter 
I ( first tte Peerles 
Silver (¢ Varet St Brookly1 
N. ¥ 


GOTHIC JAR-PROOF WATCH CO., 21 
West 46th St... New York, desires addi- 
tional salesman; replies strictly con- 
fidential. 


NTED 
hitty 


ry } need hal 
la i ap} 


ONCE, 


Wee 


WATCHMAKER 
: but good work- 
) must steady for a 
ition send references with 

Weiler & Company, Green- 


WA 
Saiary none 


be 


K 


rmanent pos 
apt A 
we 


pe 
ylication 


MANUFACTURER of well-known line of 
high grade white gold ring mountings 
has opening for a capable salesman to 


the jobbing trade; territory, Middle 
West. Address “E., 559.” care Jewel- 


ers’ Cireular. 








RETAIL JEWELRY SALESMAN for New 
York City store credit store experience 
preferable, but not necessary teady pos 
tion for right man reply by : only 
rh Chapman Co., 1949 Broadway, New 
Yor] 


SALESMAN to earry large and fine plati- 
num jewelry line in Middle West and 
Coast, for old established manufac- 
turer; must be a business producer. 
Address “M., 604.” care Jewelers’ Cir- 
cular. 





| 
| 
| 
| 
| 
| 


SALESMEN 
call 
21tt 
pe wter : cr 
also Middle 
Address “R., 


iblishe 


stores 


ad folle 
jewelers 
known line of s 


with est 
department 
with well 
flatware and 
ymmission basis Paci 
West territory 
609,”" care Jewelers’ Cir 


wing to 


on and 


shops 


SALESMEN to earry very high grade line 
of marcasite jewelry and enameled nov- 
elties; Middle West and South open; 
house well known; merchandise estab- 
lished with leading stores in territories. 
Address “*A., 618."’ care Jewelers’ Cir- 
cular. 





FIRST CLASS DIAMOND SETTER wanted 
for a permanent position must be good or 
fine platinum as well as white gold Ww 
prefer married man who i ooking f 
steady year-round positi ! il sx 

rl ty £ I { rence and Li I I 
ett Addr “A 9 care Jews 
Circular 





SALESMAN, experienced for Middle 
West and outlying Chicago territory, to 
represent prominent watch chain and 
costume jewelry manufacturer; salary 


and expenses; work out of Chicago 
office; replies confidential. Address 


“Circular, 188,” 1104 Heyworth Bldg.., 


Chicago. 


SALESMAN WANTED, to carry a 
i well tablished manufacture! 
structible pearl jewelry and pear } 
tie to travel on a strictly com 
ba Chicago and the surrounding tow1 
one who s familiar and has a f low 
Ww the department store trade 
ind reference in first Ap ( 
63 care Jewelers’ Circular 


SALESMAN for New York City, Philadel- 
phia, and New England, wanted by well 
known manufacturer of white gold and 
platinum ring mountings; must be ac- 
quainted with retailers and large instal- 


ment houses; only experienced man 
with figures to show of past results 


need apply. Address “*L., 603,” care 


Jewelers’ Circular. 








Hor Dale. 


Stores, Stocks and Businesses 
Se. a word; minimum charge, $1.25 











FOR SALE, iodern jewe and gift st 
n Ohio town of 5000 populatior prac 
cally no competition Add s ES 
care Jewelers’ Circular 

JEWELRY SHOP completely equipped in- 
cluding drop hammer, also models and 


semi-precious stones; sacrifice; 
Room 706, 36 West 47th St., 
Telephone Cathedral 5359. 


cheap rent. 
New York. 





JEWELRY AND NOVELTY STORE for 





sale; located in the Bronx; fine fixtures; 
will sell with or without stock; excellent 
trade; established. Address “W., 516,” 
care Jewelers’ Circular. 

SMALL JEWELRY STORE at subway op- 
portunity for watchmaker; plenty sales 
and repairs; owner opening larger store; 
will sacrifice; call evenings 408 53rd St., 


Brooklyn, N. Y. 





ONE OF THE FINEST jewelry stores in 
New Hampshire; established 25 years; 
owner retiring; unusual opportunity for 
good watchmaker; up to date city of 15,000 
inhabitants. Address “S. M. B., 466,’ care 
Jewelers’ Circular. 


REAL OPPORTUNITY for quick action: 
a first class credit jewelry store in a good 
Wisconsin town of over 40,000 population : 
only credit jeweler there; long lease and 
reasonable rent, best location in town; will 
take $20,000 cash to handle deal. Address 








“Q., 390,” care Jewelers’ Circular. 

FOR SALE IN HAVANA, with 600,000 pop- 
ulation, in the most central location, well 
known jewelry and high class novelty 


establishment; selling over $3,000 monthly, 


and $700 watch repairing: owner retiring 
rom business; no intermediaries. Address 
“T., 424," care Jewelers’ Circular. 





FOR SALE, up-to-date jewelry store in Mil- 


waukee, Wis.; can buy with or without 
building; has railroad inspection; up-to- 
date fixtures, clean stock; good income; 


established in 1914; located on good busi- 


ness street; selling because of ill health. 
For further particulars write “A., 266,” 
care Jewelers’ Circular. 


ESTABLISHED 30 YEARS, pawn shop 
and jewelry store in natural location on 
one of Cleveland’s best streets; will 
sell with or without stock; good loan; 
business good, but must sell on account 
of bad health; owner can make not 
than $20,000 annually; don’t 
answer unless you can pay cash. Henry 
Rotbart, 1804 E. Ninth St., Cleveland, 
Ohio. 





less 











Sor Dale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 








SAFE SUITABLE FOR JEWELER, bar- 





gain. Martin, 193 Centre St., New 
York. Canal 2795. 

tOSS-GRAIN SILK RIBBONS with 14K 
olid white gold buckles, 7/16 and AG 
vidt) Sé 11%, gross for $45 W ire ti 
Schagers I W Commerce St., Youngs- 
tow?! Onhic 





SAFES, burglar and fireproof, at unheard 


of prices; terms to suit. Acme, 44 
West 29th St., New York. Bogardus 
3252. 


V\ 





ATCHMAKRERS, ATTENTION ! 





de rest, wheel cutter and other 
cheap so office to let, Room 1, 
f 257 Livingston, corner Bon 
Brooklyn, N : 


19” 
wide, 1314” deep, 29” high; one 211” 


TRUNKS, six, inside measurements, 


by 151%” by 24”; each $15; leather 
telescopes, six, regulation size, each $5. 
Forstner Chain Corp., Irvington, N. J., 
Terrace 0087. 





JEWELERS’ SAFES for sale cheap: we are 
offering for sale cheap, two safes, prac- 
tically new: one is a Mosler jewelry safe, 

eel lined, bolt work inside of door: out- 
de measurement, 71% inches high, 42 
hes wide, 38% inches deep; the other a 
Standard Mosler fireproof construction, six 
feet high Address “J., 626,” care Jewel- 
ers 


Circular 


EXTRA FINE FIXTURES, two safes and 


entire equipment of one of Miami’s 


best jewelry stores, for sale very 
cheap; deliverable about January 15th. 
Address Hess & Slager, 138 East 


Flagler St., Miami, Florida; photo on 
request. 
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Business Opportunities. 
5c. a word; minimum charge, $1.25 








EVERY EFFORT is made by The Jewelers’ | 


Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade references. 
Announcements must pass the strict censor- 
ship requirements of the Jewelers’ Circular. 





HIGHEST CASH PRICES PAID for dia- 
monds and diamond jewelry; bank ref- 
erences given. I. Efrus, Inc., 12 John 
St., New York. 

MR. JEWELER, do you want cash for your 
stocks and fixtures. Write or wire, J. A. 
Conn., 415 Swetland Building, Cleveland, 
Ohio. 

ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. 








Boston, Mass. 





DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 


Sell out to old reliable Joseph | 
M. Gordon, Room 603 Province Bldg., 


ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 
Bldg., Chicago, III. 








Wanted to Purchase. 


5c. a words; minimum charge, $1.25 








stretcher, one 
perfect ring casting outfit, one Leiman 
Bros. polisher. one drop hammer. Ss 
Reid, care Saslow’s, 306 S. Elm St., Greens- 


boro, N. ¢ 


WANTED, one perfect ring 








Wanted to Exchange. 


5c. a word; minimum charge, $1.25 





##liscellaneous. 


5c. a word; minimum charge, $1.25 








increase your. ability 
recommended books: 
for Adjusting 
Balance and 
on request. 
Mass. 


WATCHMAKERS, 
through the highly 
“Rules and Practice 
Watches,” and “Practical 
Hairspring Work;” circulars 
Walter Kleinlein, Waltham, 





WANTED: 


Experienced Salesmen 
Three sales territories 


for 1930. 


your experience. 


open 
Give full details of 


WATSON COMPANY 


Attleboro, Mass. 





for a jewelry 


TEN 
care Jewelers’ 


stock 
Circular. 


ACRES grape fruit land 
Agdress “C.. 557,” 








I HAVE PAID the highest cash price for 
jewelry stores for 40 years; I am a 
positive buyer if you really want to 
sell. Isaac 
Washington St., Boston, Mass. 


PAID for your 





HIGHEST CASH PRICES 
surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 
bank references; all business strictly con- 
fidential. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 


Rich, Room 516, 387 | 


Special Order Work and 
Repairs for the Trade. 


5c. a word; minimum charge, $1.25 








GUN REPAIR WORK for the trade: expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 





WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 
Chicago, Ill. 





ARE YOU GOING OUT OF BUSINESS? We | 


pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures; 
communicate with us, 
advantage ; 
highest order. Van Praag & Co 


. 653 
Broadway. New York. established 1889. 





WE PAY MORE; before selling your | 


jewelry stock or fixtures, see us; small 


er large stock; we will see you per- | 


sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail) ; best references. 
ers, 11 Beacon St., Boston, Mass. 





AM INTERESTED in purchasing established 
jewelry store within radius of 200 miles of 
New York City; only proposition that will 
stand thorough investigation will be con- 
sidered; answers will be kept confidential ; 
state particulars in first letter Address 
“K., 627,” care Jewelers’ Circular 





DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out completely to us, get your cash and 
retire; it is the only logical way; you can 
profit from our many years’ 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect and realize the cash by 


return mail; remember that you are under | 


no obligation to keep the check if it is 
not satisfactory; but others have beet 
satisfied, so no doubt you will be too; 
bank and trade references furnished upon 


request; wire or write today to have our | 


representative call on you, or send in that 
surplus goods and receive your cash. 
Gordon Bros., 333 Washington St., Boston, 
Mass, 


59 E. Madison St., | 


it will be to your | 
rating and references of the | 


Colmes Broth- | 


experience | 


| Watch Work for the Trade. 


5e. a word; minimum charge, $1.25 








QUALITY-SERVICE railroad and _ bracelet 


watch repairing; 385 years as_ watch- 
maker and factory foreman and formerly 
head instructor of watchmaking for the 
College of the City of New York. William 
Bold, 551 W. 152nd St., New York City. 











We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 
same; records show we 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
cate with us. 


BROOKLYN 
PURCHASING SYNDICATE 


FRANK WALKER, PROPRIETOR 
610 Broadway Brooklyn, N. Y. 


32 Years at the Same Address 

















To Let. 


5e. a word; minimum charge, $1.25 








LET, light and 
setter en- 
West 47th 


SPACE TO 
for diamond 
Room 1602, 15 


DESTRABLE 
airy, suitable 
graver Inquire 
St., New York. 


or 





SUBLET PART OF OFFICE, fur- 
ished ; unobstructed north 

diamond dealer. Apply 
48 West 


WILL 
nished or unfur 
light, suitable f 
Rudolph Schweiger, Room 1609, 
48th St.. New York. 





OFFICE TO LET, 11x36, with private office; 
best north light suitable for diamonds: 
will rent furnished or unfurnished or 
safe and new fixtures at sacrifice. Inquire 
Superintendent, 10 W. 47th St., New York. 


| 
| 








TO LET, OFFICE SPACE approximately 
1000 sq. ft.: also smaller office 600 sq. ft.;: 
very desirable; reasonable rental. Joseph 
| Fahys & Co., 5th Floor, 20 W. 47th St., 
| New York. 
WINDOW SPACE FOR RENT for jewelry 
repairer: two seater bench on premises: 
| rent reasonable. M Zarnett, 155 Canal 
St., corner Bowery, New York City. Phone 
Dry Dock 2130. 


sell 











THE WASHBURN 
MAGIC NUT 
fer EAR STUDS—SCARF PINS, ete. 


a 


Now Made in 


18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R.P.—Sterling 


= Also ; 
sareTy caTcH 4g@ 
Open : For Brooches, etc. Closed 

18K. White. 18K., 14K., Large and Small Size. 


Descriptive Circular on Application 
Pearl Drilling, Stringing and Adj. a Specialty 


Special Order Work and Repairing 








35-39 MAIDEN LANE; the jewelry trade 
must economize; reduce your over- 
head expense by locating in the best 
known jewelry center in the world; 
light manufacturing permitted; attrac- 
tive offices available at rentals from 
$1.50-$2.50 per sq. ft. Apply to 


Superintendent on premises. 


C. IRVING WASHBURN Ui8fsHons 
Phone 435 Office: 107% Broadway 
JEWELRY 


AUCTIONEER 


MILTON B. WITT 


FARGO, N. DAK. 


References—Merchants’ National Bank, or 








Royal Jewelers’, Fargo 











90 THE JEWELERS’ CIRCULAR December 19, 1929 






“AMERICA’S LEADING JEWELRY AUCTIONEER” 
14 Maiden Lane JAMES o HAND New York 


Telephone Cable Address 
Cortland 6496 “Handsale”’ New York 










The Hand contribution to the cause of honest retailing is the Hand 
the advertising value of which, and the stimulation of yourself and 
your clerks to Better Salesmanship and more up-to-date Merchandising following 


the sale, will be worth Ten times its Cost! You can prove our Leadership by 
investigating our record! We must stand or fall on that record! The actual facts 
and figures are an illuminating record of unequalled success in the field of auction 
eering. The customers we have served; the wholesale jewelers who know us pet 
sonally; the Banks and Trust Cos. and United States and Canadian Courts wh 
have placed in our hands Estates for liquidation; these can furnish the evider 

upon which you must decide who is best fitted by character, by experience and | 


1 








Auction ! 





1; “aM wale 
aignined Saie, 

















proved ability to conduct your sale. You are advised and helped in every way 







one who, because of long experience in adjusting the financial ills of his thousands | 
is able to give you the kind of help that will mean to you a Hopeful | 





of clients, 
Prospect of Future Prosperity! 







Hand conducts all sales personally! No substitutes! Hand can sell only your 
own stock! No inferior merchandise sold under your reputation! Associated 
conducting all sales with me is Mr. Chas. J. Wilbur, an auctioneer of great talent! 






















IN CANADA! 






EWART, SCOTT, KELLEY & KELLEY, 114 Metcalf St., 
Barristers, Solicitors Ottawa, Canada 






To James L. Hand, Esq. IN CUBA! 

Auctioneer, bd 
Dear Mr gn allio From the “JEWELERS’ CIRCULAR,” April 4, 1929 

For the past few weeks, you have been conducting for James L. Hand, Jewelry Auctioneer, 14 Maiden Lane, New 
clients of mine an auction sale of a jewelry stock in this city. York, while conducting a stock reduction sale for L. H. Rowe, 

I do not wish to let this opportunity pass without conveying Daytona Beach, Fla., was recently called to Havana, Cuba, 
my clients’ appreciation of the manner in which you have to sell the art collection belonging to Francis Faurez, a 
handled this sale. Throughout you have looked after their prominent sugar planter. Despite the fact that two-thirds 
interests and your dealings both with themselves and with of Mr. Hand's audience spoke only Spanish the sale was a 
the public have been fair and above reproach success. He had interpreters on the floor to assist him with 


You are at liberty at any time to refer to me any enquiries the sale. 















from prospective clients in this district. I shall be only too After disposing of this collection, Mr. Hand returned to 

glad to advise such people of the manner in which you have New York, and last Tuesday night left for Ottawa, Can., to 

conducted this sale in Ottawa. sell out the stock of C. A. Olmstead & Sons, in business in 
With best wishes to both yourself and Mr. Wilbur, that place for many years 

















LEE A. KELLEY. 











The aggregate stocks of fifty representative stores, selected at random from the many satisfied Hand clients, amounted to 


OVER FIVE MILLION DOLLARS! 


No Doubdt the Largest Selling Record of Any Auctioneer in America! 































Square Deal Miller, Detroit, Mich Henry Healy, Brooklyn, N. Y Green-Joyce Co., Columbus, O 

Hstate C. L. Haskins, ratoga Springs, N. Y¥ J. W. Nichols, Uniontown, Pa Geo. Kapp, Toledo, O 

Jos. Reininger Estate, Easton, Pa., for Easton Trust R. 8S. & J. D. Paterson, Pt. Huron, Mich W. A. Sturgeon Co., Detroit, Mich 
Co., Executors August Jacobs, Quincy, Ill L. W. Vilsack, Pittsburgh, Pa 

A. C. Thomas Jewelry Co., Wheeling, West Va Harvey Fritz, Oil City, Pa H. J. Lohmiller, Escanaba, Mich 

P. W. Hoffman Estate, Albany, New York Chambers & Stewart, Mt. Clen ert, Mich Wentz & Price, Sharon, Pa 

David Goldman, Milwaukee, Wis H. J. Bridger, Brooklyn, N. Y R. J. S. Roehm, Detroit, Mich. 

J. Chas. Ernst, Charleston, West Va. Estate of S. Goodman, New Haven, Conn William Frasier, Durham, N. C. 

Kranich Bros., York, Pa Hasbrook China Co., Columbus, O Geo. W. Feldman, Franklin, Pa. 

Davis & Freeman, Atlanta, Ga H. J. Shupp, Wilkes-Barre, Pa Philip Present, Rochester, N. Y 

Hadley B. Dodge, Lynn, Mass A. E. Seidel, Pittsburgh, East Liberty, Pa Emil H. Leffert, Council Bluffs, Iowa 

Stelfox Co., Austin, Texas F. C. Kaekel, Prop., Werner Jewelry Store, Grand C. J. Hueg, Jersey City, N. J 

C. E. Wheelock & Cc r Rapids, Mich Taylor Chapin, Oneida, N 4 








Pa 





The Fred Brodegaard C¢ Welte & ‘Wieting, Peoria, Ill Castelberg’s, Chester, 


























J. M. & W. Westwater E. C. Wettengel’s Gem, Cincinnati, O Henricksen Jewelry Co., Duluth, Minn 
Duhme Jewelry Co., Cincinnz Holts, Incorporated, 4 sales, Newark, Paterson, New E. Gundlach & Co., Hartford, Conn. 
Freidberg’s, Detroit, Mict Brunswick and Plainfield . J Owens-Cotter Co., Tampa, Fla. 

A. Thoma & Sons, Piqua, Ohi J. D. Wood & Co., Lar Pa Button-Oliphant Co., Bridgeport, Conn 
Kingsbacher Bros Pittsburg! a Desboullons, Savannah, (¢ L. H. Rowe & Co., Daytona Beach, Fla 
Edwards Jewelry Store, Pittsfield, Mass Chas. L. Bryant, Danbu Conn W. G. Corwin, Southampton, Long Island 
O. J. Fuchs, Chillicothe, 0 Cross Co., Chester, Pa Wm. H. Enhaus & Son, New York City. 
Wells & Wikander, New Haven, Conn Estate Chas. Hartdegen, Newark, N. J E. H. Wetherhold & Son, Allentown, Pa. 
Meyer-Leach Jewelry C Chattanooga, Tenn Carl Mayer Co., Austin, Texas Scott & Bousquet, Montreal, Canada 











C. R. Bennett Co., Palm Beach, Fla Narcisse Beaudry, Montreal, Canada Olmstead & Son, Ottawa, Canada. 
E 4 


J. Sheer, Rochester, N 
Investigate the Record, the Character, the Financial Responsibility of the man to whom you entrust not only your stock but your 
reputation as well. 





Be sure he is the kind of man you wish behind your counter, the type you can 
your friends and customers—one to whom you can trust your 


safely introduce tc 
SEND TO-DAY reputation and business welfare. 











FOR THE It tells of the methods that have made “HAND SALES” so invariably successful. 

ee r To» It gives facts and figures it is. essential you should know before deciding who shall 
HANDBOOK ON ACUTIONS conduct your sale. Every statement in this interesting book is based upon facts 
IT’S YOURS FOR THE ASKING and every statement can be proved by the written word of reputable jewelers. 
















SEND FOR IT TODAY. 
To all Jewelers, no matter how large or small their stocks. the Hand services and methods are available! 


WRITE ME TODAY! DO IT NOW! 
























Ww ia L L A C E Ss I L V E R S M I T 


HRISTMAS 
GREETINGS... 


Christmas will soon be here and on every hand vou'll hear 





that old familiar ery, “Merry Christmas.” Will you remember on 
that festival day to add to the chorus of greeting you receive. the 
sincere good wishes of the Wallace man who calls on you and the 
entire organization at Wallingford! 

We are all very grateful to you and your clientele for the 
splendid acceptance you have given the new Rhythm and Mode cre- 
ations. May we again assure you of our continued effort to deserve 


and serve the many good friends these designs have made for us. 


wy YS VS 


R. WALLACE & SONS MFG. CO. 
Svovnnitles Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 





Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 


in Silver Plate; Early American reproductions in Pewter Founded in 1835. 
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= the air-inspired Silverware pattern, finds new and effective back- 
ground in this lovely Well and Tree Platter. This tray, whose beauty and 
utility make instant appeal to every woman, presents an opportunity—to 
those dealers chosen to handle Aavion—for easier sales and extra profits. It 
has been prepared for them as part of the modern merchandising coopera- 
tion made possible by a new sales plan of direct dealing with the manufac- 


turer—a policy which offers greater protection and a full measure of profit. 


IS81@ ROGERS ® Al 











